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Alice in Wonderland. ‘“Can’t 

you?” the Queen said in a pity- 
ing tone. “Try again, draw a long 
breath, and shut your eyes.” 

Like Alice in Wonderland, the re- 
tail shoe merchant can’t believe that 
hide and leather prices are actually 
rising. He feels reluctant to pay 
more for shoes. He thinks there is 
a “dark brown boy in the kindling.” 


“T CAN’T believe that,” said 
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Leather Will Never Go Lower 


A Strong Statement, This, But Read the 


Reasons Given Here 


to scorn during the World War when, 
suddenly, because of the need for 
leather for the soldier, tremendous 
supplies were available during the 
four years. 

He held his peace, however, again 
warning the leather industry that 
what was happening was the killing 
off of beef animals to such an extent 
that it would some day accentuate 
the problem. Soldiers had to be fed 
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raise beef animals. The entire world 
went to raising beef for war-time 
consumption. That made leather in 
abundance. It was an abnormal 
need, and under the stress of war and 
higher prices, meat and hides were 
produced in tremendous quantities. 


HE close of the war saw the ma- 
chinery of cattle raising and hide 
pulling and leather tanning geared 
Immense 











before him to prove to his own 
eyes the reason for “higher 
prices.” This we will now im- 
part. 

One of the keenest students 
of leather has lived fifteen 
years following his predic- 
tions to see the day when 
they are proved true. He 
compiled, in 1921, a survey of 
the world’s cattle, cross- 
checked his figures with past 
records and estimates, and 
came to the conclusion that 
cattle were on the decrease 
while uses for leather were on 
the increase. 

He said “Hides and skins 
are not produced by demand 
and price; they result in the 
















slaughter of animals for 
food.” A decrease in the 
number of beef cattle 





throughout the world was in- 
evitable. It was difficult for 
him to develop a national and 
international alarm over this 
situation, because it was not 
imminent. He was laughed 








He wants something definite put 


with beef, and it was profitable to 











Leather Not the Only Thing 
Which Shows Price Advance 


ONTRARY to general opinion, the ad- 
( vance in hide and leather prices is 

not out of line with the trend in 
many other commodities. During recent 
months there have been almost as many ad- 
vances as declines. The general trend of 
commodity prices is thus analyzed by the 
Federal Reserve Banks: 

The general level of wholesale commodity 
prices, according to the Bureau of Labor 
Statistics’ index, show there were declines 
between May and June in the prices of silk, 
iron and steel, non-ferrous metals, building 
materials and rubber, and advances in 
grains, cotton, hides and skins, and an- 
thracite coal. During the first three weeks 
of July prices of wheat, bituminous coal, 
iron and steel and rubber declined while 
those of live stock, cotton, wool, copper, and 
hides advanced. 


up to this excess demand. 











surpluses were available in 
all countries of the world in 
the shape of finished leathers. 
It has taken seven years to eat 
into that surplus. In this 
country, tanners lost millions 
on millions of dollars. The 
world during that time receiv- 
ed its leather at a price less 
than the cost of manufacture. 

In the past few years it be- 
came absolutely necessary for 
the leather industry to sell 
more finished leather per year 
than what was tanned in that 
year. This reduced that sur- 
plus until today we are in a 
position of having less than 
the normal carrying surplus 
of leather needed in the proper 
anticipation of business for 
six months ahead. If the old 
method of buying heavily 
twice a year were prevailing 
today there would not be 
enough leather available. To- 
day leather is tanned only 
when needed. 


The world markets have 
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caught up to American prices for 
hides and many of the foreign coun- 
tries have even paid more than 
did the American tanner. If the 
American tanner today were to 
stay out of the hide market for 
any period of time, prices might 
soften a few cents, but the foreign 
purchases of such raw stock would 
make it almost obligatory that fin- 
ished leather be imported to com- 
plete the shoes and leather commodi- 
ties needed. 


E are speaking mostly of sole 

and side leathers, upon which 
foundation all footwear depends. The 
problem is not so acute in kid and 
calf leathers, firstly, because kid and 
goat is the food animal of the Ori- 
ent, and calf is stimulated by the 
milk, cream, cheese and ice cream 
businesses. Money is to be made 
in these businesses, and, as you 
know, practically every cow has a 
calf per year, if only for the func- 
tion of freshening. It is no longer 
profitable to raise the heavy meat 
animals, and the ranges of the world 
are becoming more restrictive. The 
farmer can make more money on 
hens than he can on bringing a beef 
animal to maturity. The hide is 
merely the wrapping paper around 
the beef. Money is made on the 
meat and not on the pelt. With the 
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decline in red meat eating, the situa- 
tion will get more acute. 

These are some of the funda- 
mentals of the present situation. 
Unfortunately, they are facts that 
have not been given wide publicity. 
The public is ignorant of the actual 
situation. That’s what makes the 
present difficulty of interpreting 
leather prices in the finished shoe 
so that the consumer will honestly 
believe the facts. 

Significant, also, are the tremend- 
ous modern uses of leather. If we go 
ahead on the rate of production in 
footwear, other than rubber, as ex- 
pressed in the first five months of 
this year, we are headed for the 
greatest production year in shoes in 
the history of this country. Here 
are the figures: 


Jan.-May, 1927 
137,388,615 
37,756,153 
45,480,003 
10,028,042 
17,593,789 
10,744,411 


Total Production 
Men’s , 

Women’s 

Boys’ & Youths’ 
Misses’ & Children’s 
Infants’ 
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fancy goods have seen a tremendous 
development in leather this year. 
Suit cases and bags, brief cases and 
all the products of traveling by auto 
or train have developed in increasing 
demand for leather. Belts, straps, 
harness, saddles, dog collars may 
seem trifles, but in the aggregate 
they run into a great area of leather. 

We quote from Hide and Leather: 
“It remained for George F. Johnson, 
of the Endicott-Johnson Co., how- 
ever, to call attention to one great 
weakness in the existing situation— 
a weakness so pronounced that all 
will wonder when it is called to their 
attention—the fact that the public 
remains absolutely unprepared for 
an increase in shoe costs. Not till 


last week did the more important 
daily newspapers touch, to any ex- 





Increase 
8,123,115 
4,604,017 
1,400,799 
2,176,424 
1,061,138 

188,775 


Jan.-May, 1926 
129,265,500 
33,152,136 
44,079,204 
7,851,618 
16,532,651 
10,555,636 





Not only in shoes and allied foot- 
wear has there been increased ac- 
tivity, but sporting and athletics 
have made a call for more leather. 
Pocketbooks, purses, vanity cases, 
wallets, cigarette cases and all the 


tent, upon the rise in hide prices, 
and then only in reporting state- 
ments from a bulletin issued by a 
New York bank. The newspapers 
of the country have not done their 
work in educating the public. 
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re QUARTER-CENT _ advance 
A in the price of cotton is im- 
mediately listed in all the more im- 
portant dailies; one-eighth-cent 
change in the price of wheat calls for 
price revisions in their reports; fluc- 
tuations in the price of beef and 
other basic commodities are heralded 
to the public regularly; and by 
means of this constant attention to 
market changes the great buying 
public is educated in advance to ex- 
pect lower or higher prices for these 
staples. 

“However, the price for light na- 
tive cow hides has advanced from 
1314 cents on Feb. 26 to 23% cents 
on July 23, an advance of almost 
85 per cent of the former price; and 
the papers throughout the country 
have said practically nothing to edu- 
cate the public to coming shoe price 
advances. During this same period, 
the price of heavy Texas steer hides 
has advanced from 13% cents on 
Feb. 26 to 20% cents on July 23, a 
total of over 50 per cent of the first 
figure; and no one in our industries 
has been enough interested to see 
that the public was informed as to 


If the public today were to pay a 
dollar a pair more for the shoes 
which you now own, they should 
fight for the privilege of getting the 
greatest value for their money that 
a combined industry has ever given. 








s 
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what is about to happen to the price 
of shoes and of other goods made 
from leather. 

F. C. Rand, president of the Rob- 
erts, Johnson & Rand branch of the 
International Shoe Co., St. Louis, 
writes to their many customers as 
follows: 


“With this letter we hand you a 
complete price list of ‘Star Brand 
Shoes.’ These prices are effective 
July 25 and represent the increases 
which the steadily advancing hide 
and leather market has forced us to 
make in our prices. 

“Figures furnished by the Gov- 
ernment show that the available 
supply of hides in this country has 
decreased about 30 per cent during 
the past eighteen months, and that 
the available supply of sole leather 
has decreased about 45 per cent dur- 
ing the same period. 

“The United States produces 
about 60 per cent of the hides con- 
sumed in this country and imports 
from foreign countries about 40 per 
cent. Our domestic hide markets, 
until recently, have been lower than 
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the foreign markets, which has 
caused an increase in our exports 
of hides and a decrease in our im- 
ports of hides. Our hide markets 
are controlled by supply and de- 
mand and, reflecting the shortages 
of supply, OUR HIDE MARKETS 
HAVE AVANCED ABOUT 50 PER 
CENT SINCE JANUARY 1, 1927. 

It should not be understood that 
this rise in price is generally ac- 
ceptable to industry by what you 
have read to this point. John J. 
Holden, chairman of the National 
Shoe Retailers’ styles committee, 
goes on record as follows: 

“To the best of my knowledge, the 
shoe retail business is in a deplora- 
ble condition. Statistics show that 
the turnover in the country as a 


[CONTINUED ON PAGE 50] 
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Don’t Cheapen Shoes 


EEK by week for the past month we have 

emphasized the necessity of a little longer 
profit at retail. How admirably President Geut- 
ing’s preachment on “The Curse of The Shoe 
Trade” has fitted in with the mind and temper of 
the times within our trade. 

This work of grading up the price at retail has 
not met with universal acceptance by any manner 
of means. A number of letters came to hand chal- 
Jenging the movement and indicating that the re- 
tail dealer was getting as much as the “law of sup- 
ply and demand” permitted. If he got any more 
he would be a profiteer and the Government would 
be on his neck, say these critics. 

Now we enter a situation wherein the retail 
merchant has got to get more for his shoes, wheth- 
er he likes it or not. We well know that keen com- 
petition makes him reluctant to pay more for shoes 
and to ask the public for more. 

One corner has been turned in the last month 
around which one branch of the industry will not 
wend its way unprofitably again. Leather prices 
will go no lower, because the wide world is caught 
up with its surplus and is making leather at a rate 
underneath that of demand. We speak by and 
large, forgetting the incidental fluctuations that 
happen because there may be more of one grade 
of leather on hand at a given time than what is 
immediately consumable. 

The low point, barren of profit, in the shoe busi- 
ness has passed. Now the movement is upward to 


August 13, 1927 


a point where the public will have to pay a price 
for its shoes commensurate with their worth. The 
public has long had shoes at a price that meant 
losses for many of the factors in the industry. 
These factors have eaten up all their reserves. 
From now on they will make and sell only what 
they can feel sure will return a new dollar for an 
old one. 

A very significant picture of the present-day sit- 
uation leads off the features of this issue. It com- 
mends itself to your critical eye as being a state- 
ment of fact. 

Now the remarkable thing in the development of 
this policy on our part of beginning early to urge 
the merchant to make a little more money at retail 
is buttressed by the fact that he is going to be 
forced to do so. It is surprising that when you 
get a movement like this started how many sup- 
porting ideas and elements are accumulated 

The retail merchant is the most important factor 
in leading an industry into profitable channels. 
The next big battle is over the fitting stool when 
the merchant must get the additional price at re- 
tail. He can justify that price by a little more in- 
telligent service in fitting. 

The greatest error that he can run into now is 
to cheapen his grades of shoes to absorb that in- 
crease of price. The shoe trade has always been 
accused of being lacking in courage. It would 
rather take 25 cents out of a pair of shoes at the 
factory than to ask 50 cents more at retail. It is 
about the only industry in the country that con- 
tinues to believe that is the way to a profit. 

Already we have seen shoes cheapened a quarter 
of a doJlar per pair and the public will find out that 
their wearability is decreased a dollar a pair. You 
can take out certain standards of quality and de- 
stroy more than the amount saved. 

Into this new period of higher prices at retail 
you had better carry with you a determination to 
get the price and to convince the public upon its 
receipt of the greatest value in an article of wear- 
ing apparel that has ever been given. Compensate 
the public for more money asked by more service 

given. It is far better to start the season with the 
courage of your convictions. 


A Passive Position 


NE of the advantages of having Field Editors 
who visit shoe stores in every part of the 
country is the research that they can do. It is true 
that they do give ideas as well as get them, but the 
greatest good that comes from this intimate con- 
tact is the major impression gleaned by so many 
visitations. 
For example, if you were to ask one of our Field 
Editors what general impression he got of me'- 
chandising in July and August, he would te'l 
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you, “the retail shoe merchant was in a passive 
position. He considered the front of his store as 
just one of a number of entrances into which the 
public might drop.” 

You have all seen the Japanese rolling ball game. 
The idea is for the ball to roll down an incline and 
into one of a number of slots. It is only by chance 
that the ball goes into the high score slot. Well, 
that same sort of indifference to wearing apparel 
and shoes prevailed this midsummer. If the pub- 
lic had any money in its pocket, it rolled down the 
street and into any one of these store entrances, in- 
fluenced in part by some impression gleaned— 
price or style or “what have you.” 

Now the shoe man might have obtained more 
business by a little greater activity if he had ex- 
erted himself in that direction. The shoe store to 
get sales today has got to have a magnet that 
draws the customer and the dollar. There is a 
need for something definite in the way of footwear. 

The public had seen every conceivable color and 
pattern, and it got a dizzy eye from the jumble of 
shoes in the window. 

The public did not know what it wanted. There 
never were such values placed before it. 

Many shoes have been sold, but not particularly 
at a profit. Isn’t there a lesson in starting some 
time in August a definite movement of style, per- 
haps in the tans and browns, or in the metal lustre 
tones, that will serve as an eye-catcher as well as 
a trade-catcher ? ~ 

The fall season 
should begin early this 
year after the unsea- 
sonable period now 
rapidly drawing to a 
close. Let’s have some- 
thing definite in shoes 
and in selling policies 
for fall. If a group of 
merchants in a town 
will all feature the same 
thing on a given week- 
end, so much the better @ 
for starting the new 
season right. 


Feet Made 


Useless 


HAT we have had 

to say about walk- 
ing and the need of it 
as a natural tonic to 
the health and the body 
has met with consider- 
able comment. Several 








stores. 





act for themselves. 





is growing. 


The ‘Reason Why 


BOWMAN BROS. SHOE STORE 
Monmouth, III. 

As we have just added a fourth store to our 
group of stores, we would like to have the Boor 
AND SHOE RECORDER sent with bill for same to 
Bowman Bros. Shoe Store, Inc., Macomb, IIl. 

Yours very truly, 


BOWMAN BROS. SHOE STORE 


Bowman Bros. regard the Boot AND SHOE RE- 
CORDER as a necessary fixture in each of their 


They believe in self-government and they know 
that an organization trained to think and act for 
itself gains far greater success than the store 
organized on the “rule of thumb” principle. 

The Recorver helps their managers think and 


That’s one reason why Bowman Bros. business 
Zeus 6 TE 
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shoe men have said, “We can’t do anything about 
it. The automobile is here and will continue to be 
the dominant factor no matter what we do.” 

That isn’t the point. The automobile has been 
the greatest instrument of progress a civilization 
has known. It has speeded up every other activity 
and changed lives, habits and vocations. But when 
a public comes to the point where it simply moves 
from one sitting down place to another, and its 
locomotion is confined to the distance between 
chairs, then the public is losing something that 
was devised for a very useful and natural purpose. 

WALK AND BE HEALTHY was no idle phrase, 
even if it had no dollar appeal to it. When people 
with plenty of money make it a point to walk to 
and from work, there must be something in it. 

We are going to say more about feet and their 
utility so that the merchant can, in part, transmit 
it to the public for the public’s own good. Here is 
a strong letter from Frank L. Krekel of Keller & 
Krekel Co., Harvard, IIl.: 

“IT cannot let the occasion pass without com- 
mending your splendid editorial in the July 30 issue 
‘The Fight Against Walking.’ 

“Everyone agrees that the automobile brought a 
greater enjoyment to the American people, but few 
have the courage to denounce the evils following 


in the train. Many like ourselves must sit silent- 
ly and witness the demoralization of every busi- 


ness by the ‘immoral’ selling tactics of automo- 
TD bile selling. 

“Every subtle argu- 
ment and flattery is 
used against a public 
unable or unwilling to 
resist the persuasions 
of the automobile sales- 
man, and as a conse- 
quence we have a people 
content to __ sacrifice 
home life and comforts, 
food, clothing, shoes 
e and substantial things 
in order to meet the 
payments of the 
finance companies and 
the running expenses 
of the car that must be 
maintained so that the 
escutcheon of family 
pride be unsullied. 

“T believe that you 
could interest many 
branches of industry in 


President, a courageous’ stand 
against the usurpations 


of the automobile.” 
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Better “Buymanship” Needed 


_ Sense of Proportion in F all Stocks Aids Salesmanship 


O swing too far toward black 
| is as poor “buymanship” as 
was the overplay on colors a 
season ago. We like that new word 
coined by Ernest Burrell, BUYMAN- 
SHIP, for it is the complement to 
salesmanship, both balanced 
functions in every business. So good 
is the word “buymanship” that we 
build upon it the greatest service we 
could possibly render an industry 
prior to the opening of a new season. 
We show how twenty-five mer- 
chants (geographically covering the 
country) sub-divide their purchases, 
classified in women’s wear, black and 
colors; ties, straps and pumps. 

One of the prime difficulties for 
the actual fall season opening on or 
about October first is the proper 
sensing of proportions in types of 
shoes, as well as black and colors. 
The error in past seasons has been 
the over-emphasis on some one classi- 
fication, and a corresponding loss in 
the clean up. This happened to 
colored shoes, as recent experience 
shows. 

No style committee, or gathering 
of merchants, ever intended by their 
emphasis upon colors that a mer- 
chant should buy anywhere near 100 
per cent of his store’s needs on 
colors. Past performance should in- 
dicate to any merchant that there is 
greater need of balance in stock for 
fall than in any other season of the 
year. 

This sense of proportion was 
missing in the mid-summer business. 


It can be corrected largely for fall. 
There is a place for all the colors in 
the brown family for September, Oc- 
tober and November selling. Black 
takes up too much of the present day 
consideration. When a woman is in 
doubt as to what to wear in foot- 
wear to harmonize with colors, she 
invariable picks black. That makes 
the early fall black selections so 
heavy in proportion to the entire 
stock. 

A more recent factor that makes 
black more interesting to the mer- 
chant is the economic factor of the 
increase in prices of leather. He can 
get a basic price for blacks, and finds 
that he has to pay more money for 
the colors, so naturally, when he 
wants to give the greatest value for 
the money, he develops an economical 
streak. 


IG towns and small towns, high 

style and family store buyers 
alike contribute to this survey of 
what they consider the right propor- 
tion of basic colors and patterns. 
This is for their own particular 
store, and for the months of Sep- 
tember and October. Each merchant 
is best qualified to determine his own 
color and pattern range. What might 
be a winner in one store would be a 
“lemon” in another a block away. 
These figures are just given to show 
tendencies in various localities. They 
do, however, clearly reveal certain 
distinct swings and tendencies. 

Look for these things: 


The strong black demand in the 
South. 

The growing strength of ties for 
women. 

The large area where men, espe- 
cially young men, buy balloon toes 
freely. 


YEAR ago the South and 

Southwest were practically an 
80 per cent colored and 20 per cent 
black proposition in both men’s and 
women’s. Consider that in looking 
at these figures. When Davis of New 
Orleans and Daniels of Fort Worth 
are both buying blacks in the exact 
proportion as a couple of small 
northern towns, such as Woodward of 
Newark, Ohio, and Goodwin of 
Fitchburg, Mass., it shows the tre- 
mendous black swing. Some of the 
wise ones think that the female reac- 
tion to the black wave will mean more 
colors for late fall. That, however, is 
just a privately expressed opinion, 
and may be father to the fear that so 
many black shoes will reduce the 
pairage considerably. 

Merchants must consider their own 
location and conditions. The chart is 
not in any sense a definite guide, but 
reveals the opinions of merchants as 
expressed in their orders at the 
Boston Show. 

Materials are divided inte two 
groups in the first two eolumns— 
“Black” and “Colors.” Colors include 
everything not of black or with black 
as a base. The next three columns 
show pattern selections. 
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OX.TYPES PUMPS & 


BLACK COLOR andTIES STEPINS STRAPS 





Jos.DeYoung 
Washington,D.C. 


8&O 20 


* 2S 50 25 





T.S.Childs 
Holyoke, Mass. 


50 50 


20 30 5O 





Paul Jessberg 
LosAngles, Cal. 


35 | G5 


G5 20 





D.J.Duty 
Bangor, Me. 


6O 40 


50 ) 








Lee Reineberg 


-G5 35 








50 














1 York,Pa. 
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in BLACK COLOR andTies Step-ins STRAPS 
two 
i— H.L.Kelle 
nde Richmond,Va. oo | CO; 20; 20 | 
nns D.F Sullivan 
Fall River, Mass. 75 25 15 10 75 
Herman Rich 
\ Birmingham, Ala. 70 30 15 4O 45 
RLRaymond 40 GO 50 20 30 


Jacksonville, Fla 


J.W.Wiley 
Glenn Falls, N-Y. SO SO 40 20 40 


TheHarper Stores 
, Philadelphia, Pa GO | 40 40 10 50 


W.C.Goodwin 
Fitchburg, Mass. GO 40 45 10 45 


Harry Davis GO 40 95 25 50 


New Orleans,La. 


O.C.Martin 
Hartford, Conn. 5O 50 | 20 50 


E‘THBowen 
Baltimore, Md. 75 25 33 33 
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Four Thin Little Dimes 


By Roy S. Whitmore 


@I sold a man a pair Mr. Whitmore, one of the best posted men in the @j To give him absolute 


of shoes the other day 


country on shoe fitting, is a product of Provi- 
dence, R. I. This little article is his protest 


comfort for one hun- 


against conditions which militate against the re- red smackers 
s=3 tail shoe merchant getting a really adequate 
compensation for service rendered t-3 


@j He wes born in Eng- 
land about 60 years ago 


ee2 
e*e 


@ As a youngster he played soccer 


@| Consequently he had broken toes 
@ From which he suffered the tortures of hell 
@ Did I say to him: 


q “I will fix your feet up for the price of a 
Reo car?” 


@ He sells Reos 


@ Or did I make him a piker proposition 


q No, I am ashamed to say I did not 


a With all my reserve knowledge of fitting 
eet 


@jI had the consummate nerve to stand up 
before that man 


qj And demand that he properly compensate 
me 


qj By paying me $12.00, out of which I had 
to pay 


@| The cost of the shoe to the manufacturer 


@ The cost of selling 
qj And I obtained for myself as payment for 
my years of experience 


@ Four thin little dimes 
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Fall’s Greatest Opportunity 


Diversity of Materials—Metal Shades—Suede 


—Colored Kids and Reptiles 


merchandise and I propose to 

feature high grade footwear, 
feeling confident I can accomplish a 
normal mark-up, provided style, fit 
and materials involved are right. 

I firmly believe there never was a 
time in the retailing of shoes when 
a style, or material, or a combination 
became popular that it did not start 
somewhere in the quality group. 
Therefore do I feel that everything 
begins with quality, and all that is 
necessary to get this idea across is 
to be on the job, wide awake con- 
stantly and knowing pretty much 
what your trade wants. At the same 
time adding food for thought by the 
presentation of new things right 
along. 

I also propose to stress plain ef- 
fects, hoping to accomplish a con- 
siderable proportion of my volume 
in plain effects. I believe in opera 
pumps, and I know of nothing hand- 
somer on the foot than a weli-made, 
good-fitting opera pump, particularly 
when it is trimmed with an attrac- 
tive buckle, a jewelled span, 
or a side ornament, such as I 
am introducing shortly. 


| HAVE decided faith in quality 


EXPECT to show, natu- 

rally, quite a number of 
novelty patterns, and I expect 
to play reptiles very strongly, 
but in the higher priced or 
quality group. I believe in 
black suede. I believe in a cer- 
tain proportion of colored kids, 
and by all means do I believe 
that we will sell one article 
that has developed into a 
classic in France today, nota- 
bly “blue kid.” In opalescents 
I expect to feature a group to 
be known as the “metal 
shades,” meaning solid brass, 
lead and copper; particularly 
as trimmings, and I believe 
this expression “metal 
shades” is something to con- 
jure with. 

I anticipate, also, dividing 
my presentation and my stock 
into two groups, notably the 
“Classic,” meaning high- 
grade staples, such as opera 


Of Saks-Fifth Avenue, New York 


Wt 


By EDWARD COHEN 


UUCMONGATALTOAT ENOTES WUNAHT I I 





As one of the pre-eminent 
stylists of the country, Edward 
Cohen’s opinion is of great 
value, particularly at the begin- 
ning of a new season. We have 
found in the past that he has 
been very reluctant to express 
himself on any one phase of the 
industry, but we have in this 
short article obtained from him, 
at first hand, some outstanding 
thoughts. 

He has never shied at a price, 
nor failed to be receptive to a 
new movement of style. He has 
strong convictions and has built 
up one of the greatest high- 
style businesses in this country 
at retail through the closest co- 
ordination with the maker of 
shoe materials, the manufac- 
turer, and his shoe department. 

He recently returned from 
Paris and his opinion on style 
is doubly reinforced by per- 
sonal observations. 
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pumps, and my other group I expect 
to be known as “High-Novelty.” 
To my mind, this is a time when 
the public is receptive to good foot- 
wear. Color will naturally be a fac- 
tor, and all that is needed is the 
knowledge that you have prepared 
and stocked correct merchandise. 





Sweet and U. S. Shoe Co. 
in Big Merger 

AUBURN, ME.—What Alfred J. 
Sweet of the shoe manufacturing 
company bearing his name calls a 
combination of Yankee ingenuity 
and western high-powered salesman- 
ship has been effected by the pur- 
chase of the controlling interest in 
the Sweet company here by the 
United States Shoe Co. of Cincin- 
nati. Operation of two factories here 
in conjunction with the four fac- 
tories of the United States Shoe Co. 
will yield a business of $10,000,000 
a year, it is estimated by Mr. Sweet 
and John G. Holters, who will head 
the new corporation which is 
to be known as the Alfred J. 
Sweet Co. The officers are: 

President, John G. Holters; 
vice-presidents, E. M. Daniels, 
Herbert L. Loring and Ed- 
ward W. Morphy; treasurer, 
E. J. Boos; assistant treas- 
urer, Frank H. Holman. Mr. 
Sweet will be chairman of the 
board which is composed of 
the officers named plus James 
P. Orr and D. B. Litchfield. 
There will be no change in the 
factory personnel or in the 
Auburn management. 

Mr. Sweet announces that 
the merger has been long un- 
der contemplation and has 
been carefully thought out. “I 
feel,” he said, “that this is the 
beginning of renewed pros- 
perity for the shoe business in 
New England, for I believe 
that more and more New 
England manufacturers will 
make Western connections 
which will successfully solve 
their merchandising  prob- 
lems.” 
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Basing the Selling Price 
on Style Value 


ROM “America’s playground,” 

Atlantic City, comes an outline 
of the policy of the house of the 
“Shoe Salon.” Herman Fisher and 
B. D. Goodfriend carry only women’s 
shoes in the better grades and are 
situated midway between the Board- 


O. 


( Other 
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P.I. 


Peoples Ideas) 


b 7 Harry R-Terhune 


field &ditor 


To Get This Job You 
Must Have Dinner 


O get a job selling shoes for 

Reuben Steifel, in Memphis, one 
has to agree to attend a monthly 
dinner. This dinner is given every 
second Wednesday of the month at 
the Hotel Gayoso. The attendance 
of every salesperson in each of the 
five shoe departments of Gold- 





walk and the main street, Atlantic 
Ave. Being shoe-wise they base their 
retail prices on the present style 


smith’s is demanded. It is not 


called a dinner, but a “business con- 
ference” and it is exactly what the 
latter name implies, a business 
gathering from start to finish, with 
no frills or set speeches. All sorts 
of topics are discussed from adver- 
tising to merchandising. “The 
more my people know, the better 
they sell,” says Mr. Steifel, and, to 
prove it, he told how the shoe sales 
had gone steadily ahead, so he must 
be right. 








values of the shoes, not on the whole- 
sale cost. That’s the true measuring 
stick. To quote: 

“Sale customers may always be 
found when the values are genuine, 
so we limit our bargain sales to two 
a year. Then a real clean-out is made. 
These sales are of short duration and 
are not at stated times, which offsets 
the possibilities of customers waiting 
for sales before purchasing. 

“We sell the merchandise that is 
on the shelves. We believed in it 
when we bought it and believe in it 
this minute. Every line of shoes bear- 
ing a reputation of worth possesses 
sufficient merit to sell it to the cus- 
tomer at a profit to the house. Shoes 
that have been in stock for a while 
or are considered out of date, very 
often appear to the customer as some- 
thing new. Bear in mind that the 
customer is not in the shoe business, 


therefore is not so thoroughly con- 
versant with every new and old pat- HENRY GENSLER, proprietor 


tern. What may be new to some @ of Gensler’s Bootery, in the Mt. 
shops may have been shown by others Oliver. section of Pittsburgh, has 
some time ago. Instead of getting been studying this business of de- 
panicky and losing the confidence in ferred payments and has come to the 
a pattern during a temporary slump conclusion that if it can be worked 
of some particular pattern or with electric refrigerators, automo- 
material, it often pays to play cozy piles, suits, insurance, etc., there is 
for a short while, at least, especially no reason why the shoeman cannot 
when a more or less classic numbers go in for it. But he works it more 
seems to be slipping.” on the principle of the Christmas 


and date of payment 


Footwear Club Similar to Christmas Club Idea 


The card issued to members of Gensler’s Footwear Club. Amount 


are checked as made 


Club, collecting the money in smal! 
amounts before he wraps ana delivers: 
the shoes. 

His plan is described in a postcard 
which he sent out as “a new and con- 
venient method of supplying your 
footwear needs, under our new 
savings plan. When you need shoes 
they are already paid for. A smal! 
initial payment will enroll you in 
our Footwear Club.” 





S$ con- 
at the 
siness 
, with 
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He Promoted His Sales- 
men and Increased Sales 


ROM Willoughby Bros. whose 

Walk-Over shop is in Ypsilanti, 
Mich., comes one of those good, 
simple, business building, money- 
making ideas. It is just this—make 
the salesmen buyers and managers of 
certain departments. Promote them 
from being sellers of shoes, fillers-in 
of sizes and dusters of boxes to buy- 
ing and merchandising experts. This 
will not only bring out the many hid- 
den abilities of the selling staff but 
it will develop the reliance and re- 
sourcefulnes of the entire organiza- 
tion. 

One concrete example is that of the 
children’s department which was 
suddenly transformed from a red 
headed, crosseyed step-child into a 
vigorous beautiful member of the 
profit family. Sales were doubled in 
60 days. This tells its own eloquent 
story. ‘The man in charge of the 
hosiery and the one in charge of the 
findings both are around to see that 
their respective departments are fre- 
quently used to swell the totals of 
each sales check. 

These buyer-salesmen know the ad- 
vantages of keeping the rest of the 
boys interested through contests, so 
often a $10 gold piece or a fountain 
pen is offered as a sales stimulant. 
The management is fully of the 
opinion that the judicial giving of re- 
sponsibility to their men has been 
one of the main contributing factors 
of their steadily increasing volume. 
Ypsilanti is about 30 miles from De- 
troit, just near enough to feel the 
big town’s pulling power. Possibly 
the idea herein given may be the 
turning point of some other mer- 
chant whose problem of retaining 
the home trade has not been fully 


solved. 
¥* * * 


Advertising to Creditors 


HEN he pays his telephone, 

electric light and personal bills 
by check, Phillip Berg of New Haven 
always slips some of his shoe store 
advertising in the envelope. Nothing 
like getting back at those who send 
bills. Often he makes these same folks 
real mad (?) by inclosing a pair of 
oxford laces. Seriously, he has made 
quite a few good customers by this 
practice; enough to warrant his con- 
tinuing doing it regularly. 
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If You See a Movie Star—Try This 


OT very long ago Col- 


(PMeprint of Advertisement in the Virginian-Pilot, July 27th, 1927. 





leen Moore took a 
yacht trip. One of the 
ports of call was Norfolk, 
Va., and while there she 
visited Hofheimer’s, Inc. E 
What happened then is best ‘3 
told by David S. Hirschler 
in the following letter to 
the BooT AND SHOE RE- 
CORDER : 

“We had the pleasure of 
a visit from Miss Colleen 
Moore last Tuesday. She 
happened to be in Norfolk 
cruising in her yacht and 
was attracted to our store 
and purchased __ several 
pairs of shoes. She was 
recognized by one of our 
sales girls, and we are 
sending you under separate 
cover a copy of the ad 
which, with her permission, 
we were able to use. You 
cannot imagine the pub- 
licity we have had from 
this ad, and I am calling 


— 





~ Hofheimer’s Chic Styles Selected | 
Yesterday by Colleen Moore 


y Mordin, tripped a smart 
—well-inown, well-loved 
‘aas—Colleen 








it to your attention, think- 


ing it may be a good idea for other shoe merchants when movie stars 


are in their vicinity.” 





Presents for Babies 


ERMAN SCHWARTZ is an- 

other shoe merchant who be- 
lieves that it is good advertising 
to give presents to new babies. His 
method of operation is different 
than the usual. Instead of mailing 
a pair of soft sole shoes and 
a letter to the proud parents, Herman 
jumps in his car and personally de- 
livers the shoes, making his little 
speech at the same time. Of course 
he does not attempt to cover all At- 
lantic City—only those homes within 
a reasonable trading distance of his 


store. 
* %* * 


Scented Paper Ads 


HE average girl will not carry 

around the business card of a 
shoe store, but Joseph DeYoung of 
Washington, D. C., has all the girls in 
town carrying his around. This is not 
because the many customers have any 
particular personal fondness for Mr. 
DeYoung, agreeable and pleasing as 
he is, but for the reason that his 
cards are printed on scented paper. 


These cards are of a size convenient 
to slip in one’s purse and the dainty 
fragrance last a long time. This of 
course makes the constant carrying 
of the cards a pleasure as well as a 
daily reminder of the Young shoe 
stores. The cards are quite attrac- 


tive, too, being printed in four colors. 
~ * * 


Without Advertising? 


HIS may sound queer but it is so 

just the same. Blame Joseph De- 
Young and not me, if you try it and 
it doesn’t work. He has several stores 
in Washington, D. C., that are largely 
patronized by college girls, seeking 
the high novelty, short vamp, chicken 
patterns in medium priced shoes. 
Experience has taught him that 
school chaperons bring their girls to 
his stores because he does not pester 
them to death with advertising. 
Chaperons and girls are told that 
their trade is appreciated, but great 
care is taken not to slop over in the 
telling. No advertising of any kind 
is sent to the schools, much to the 
relief of those in charge. Here’s how 
to do business and not advertise. 
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More Elaboration in Women’s Garb 


Garment Retailers’ Style in New York Show Discloses 
Trend Away from Simplicity 


HE Garment Retailers of Amer- 

ica presented in the Hotel As- 

tor ballroom last week an elab- 
orate style show indicating the Fall 
trend in costumes. Significant was 
the fact that-there was a greater in- 
terest in richer and more elaborate 
dress designs than in the previous 
season’s style development of simple 
things. 

In sport attire for September and 
October, original designs, elaborate 
prints and fancy colorings will be 
noted. For daytime and afternoon 
wear the deep, rich chocolate browns 
dominated. Black, always a big num- 
ber, continued so, emphasizing the 
lustrous satins and velvets. The use 
of broadcloth and the tremendous de- 
velopment of fur as a trimming on 
dresses and coats was also noted. 

In evening wear there is no limit 
to the use of metallic tones in 
dresses, the gold and silver sheens, 
and, if anything, the over-elaborate- 
ness of colors in formal costumes. 











wine shades are selected for high- 
grade wear. An interest in a lighter 
tone called “D’Orange” and the wear- 
ing of beige permits the develop- 
ment of shoes to match. 

In the showings of shoes the lead- 
ing features were all black suéde, al! 
chocolate suéde, patent and gun- 
metal patent, and suéde with gun- 
metal trimmings. 

The hosiery worn was of the tone 
called “Dust” and a large percentage 
of sheer gunmetal hose to harmonize 
with the black tones in shoes. Strip 
pumps were very noticeable. 

Skirt lengths were even more ex- 
treme. Now the vogue is for pleated 


‘WA skirt effects ending at the center of 


Autumn tones of brown are for 
daytime wear, with the novelty of 
black as a big fall feature. The 


the knee cap. 

The association sponsored four 
new colors for Fall as follows: 

D’Orange, a gold and orange shade, 
preferred for evening wear; Autan, 
a dark brown and tan blend; Blu- 
grain, a dark blue tone; and Ru- 
Brique, a ruby red brick combination. 


Leather Will Never Go Lower 


whole is less than two. SHOES ARE 
BEING MANUFACTURED CON- 
SIDERABLY FASTER THAN 
THE CONSUMPTION WARRANTS 
AND THE SUPPLY ON HAND 
WITH THE RETAILERS OF THE 
FINISHED PRODUCT IS CONSID- 
ERABLY GREATER THAN IT 
SHOULD BE. ; 

“T am led to believe that less than 
10 per cent of the retailers of the 
country are in sound financial con- 
dition, BECAUSE THE CON- 
SUMER DEMAND IS CONSID- 
ERABLY LESS THAN THE 
SUPPLY OF FINISHED SHOES 
WOULD WARRANT. 

“RETAIL DEALERS ARE HAV- 
ING CONSIDERABLE DIFFICUL- 
TY GETTING A FAIR MARK-UP 
ON PRESENT STOCKS, AND I 
BELIEVE THEY WILL BE UN- 
ABLE TO GET ANY ADDITIONAL 
PRICE TO TAKE CARE OF AD- 
VANCED COSTS. To eliminate all 
argument, I will grant that there is 
less meat being consumed and conse- 


[CONTINUED FROM PAGE 41] 


quently less hides to be had the*world 
over, but the facts still remain that 
there are enough finished shoes on 
hand to take care of the demands in 
this country for the next six months, 
with the possible exception of retail 
merchants who are financially 
strong and who turn their stocks 
three and a half to eight times. 
“Packers and tanners are bullish, 
and they may have reason to be, but 
the manufacturer and the retailer 
have no reason to be, and it is my 
opinion that the advance in leather 
prices will not hold except during the 
period the demand is at its peak.” 


Rice and Hutchins 
Changes 


BosTtoN—Announcement was made 
on August 8 that Rice and Hutchins, 
Inc., will discontinue making wom- 
en’s shoes at their factories in South 
Braintree, Mass., after the goods al- 
ready in process are finished. 

John M. Connell, long superintend- 


ent of their factory, has formed a 
new company, the J. M Connell Shoe 
Co., and will continue making welt 
and turn shoes on the two top floors 
of the wooden factory next to the 
track. William B. Rice, son of 
Harry L. Rice, president of Rice and 
Hutchins, Inc., has formed the W. B. 
Rice Shoe Co., Inc., and, on the third 
floor of the same factory building, 
will make the women’s fine McKay 
shoes heretofore made by Rice and 
Hutchins in this plant. 

These changes will make for 
decidedly increased efficiency in the 
Rice and Hutchins production sched- 
ule. Certain of their women’s shoes 
they will continue to make in the 
Cotting Avenue plant in Marlboro, 
Mass. Boys’ and men’s shoes are be- 
ing made in good volume not only in 
Marlboro but in Rockland, as well. 
The fall run on misses’, children’s 
and growing girls’ lines is well un- 
der way in Marlboro. Steady in- 
creases are noted in the sales of 
Educator shoes. 
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embellishments which modern cos- 
tumers and designers create ~ 


ABBO PATENT 
NACO CALF 
WEILDA SUEDE 


provide the fundamental qualities - 
excellence of material, correctness of 
colors, and beauty of textured finish ~ 
which are necessary to make shoes 
profitable in competition. 
The selling power of shoes made with 
these LAWRENCE RELIABLE LEATHERS 


is constantly being demonstrated by suc- 
cessful merchants and manufacturers 


A.C.LAWRENCE (Frans) LEATHER. CO. 


—{\S\\ LEATHERS)” 
210 South Street 2 A Boston, Mass. 
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Wy IN-STOCK 


Style 5635 


Patent Twirl Strap 
11/8 Covered Heel 


KEEP ris 
IN STEP “ 
WITH YOUTH 


by availing yourself a 
of these In-Stock — 


Patent Nina ee, 
11/8 C d H 
numbers “3 a 


Price 
$4.25 


The insistent demand for Burdett Shoes has made 
necessary the renewal of our in-stock service on a 
limited number of the most popular models. 


Progressive merchants are expressing the con- 
pe 6 ‘ 7 99 
viction that, for keeping in step with youth, 
there is no medium as satisfactory as the Burdett Style 3458 
? ¥ a a Patent Eleanor Pump 
line of Growing Girls Shoes. 9/8 Covered Heel 
73 Last 
Price 
$4.10 


heyy styles shown are carried in AA 
to C widths and sizes 21 to 7. 


BURDETT SHOE CO. 


LYNN, MASS. Patent Heart Strap 


10/8 Covered Heel 
KN 73 Last 


Price 


$4.35 


BURDETT 
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Longer life 

Uniform flexibility 
Higher water resistance 
Distinctive appearance 
Not slippery when wet 
No surface oils to cause 


stains 
Dries out soft and pliable 
Less subject to damage 
when dried by heat 
Works better than oak or 
union 
Edge appearance like oak 
Lighter weighing 











Ordinary leathers 
for children’s shoes 


lack many of these important features— 


Mo?! soles are strong in one particular feature 
—and short on all the rest. If they’re flexible 


they lack firmness. If they’re highly water resisting 
they’re stuffed so tight the leather can’t breathe and 


won’t take a finish. 


They lack the proper balance of all these features 
that the ideal sole leather for children’s shoes must 


have. 


That’s the secret of Spartan tannage. It is the only 
perfectly balanced sole leather—an entirely different 


TENSES EEE 
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tannage that has all the advantages of other sole 
leathers, without their disadvantages. 


Spartan has uniform flexibility, yet it is firm and 
will wear and wear and wear. Spartan is highly 
water resisting—yet it is extremely light, breathes 
easily and takes a beautiful finish. It has not one, 
or two, but all the desirable features a sole leather 
should have, without any of the common disadvan- 


tages. 


That’s why Spartan is the ideal sole leather for 
children’s shoes. 


GRATON & KNIGHT COMPANY 
Worcester, Massachusetts 


TATTOOED WITH THE 
SPARTAN GOLD SPOTS 
A genuine Spartan Sole 
can be identified by the 
Gold Spots tattooed into 
the leather. 


GRATON & KNIGHT 
SPARTAN SOLE 


An entirely di ifforent and exclusive tannage 


LSE ee 
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D es 


She walks in beauty; 
LINDY 


MODEL 7532 
ANOTHER EXCLUSIVE 
BRAUER CREATION 


A HIGHLY INDIVIDUALIZED ALL-OVER 
BLACK PATENT LEATHER WIDE STRAP 
BUCKLE PUMP—SNOWFLAKE PATENT 
TRIM ON QUARTER—WHITE FITTING— 
OUR 400 LAST—20/8 SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN ALL LEATHERS 


BRAUER BROS. SHOE.C. 


SAINT LOUIS, U. S. A. 
FASHIONERS OF WOMEN’S NOVELTY SHOES 














There are BIG PROFITS in handling 


ONS HOSE PROTECTOR 


For Pumps, Dancing Slippers and all Oxfords 
Stops Shoes Slipping At Heel. 


Eliminetes Wear On Hose. Does Away With Heel Blisters. 


The original sponge rubber Hose Saving article and by far the best. 
Thousands of Dealers now carry Lyons. If you don’t, you should. 








A popular article with the Dealer Send ~ohg 
2 Trial Order 
because it has a ready sale, with 


good profits, and gives satisfaction. 





PRICES 
Beautiful 
Three Color Large size $1.90 per dozen or $2.85 per Card 


Medium size $1.60 per dozen or $2.40 per Card 
Display Card 


Small size $1.40 per dozen or $2.10 per Card 
1% Dos. Pairs. Discount 5% 





on one-half gross or 10% om one gross 


Lyons Host ProreEctTor ©. 


OMAHA, NEBRASKA 
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q\— On the Great Double Action 


wee’ pISPLAY CONTEST 


$1500.00 in Cash Prizes for Dealers— More Prizes for Customers 


Did you start with us on August 1 the Great Double- 
Action Display Cash-Prize and New-Customer Con- 
test? It is rewarding every retailer contestant with 
more business on all his lines and with new customers, 
whether he captures any of the SEVENTY-TWO 
CASH PRIZES or not. 


Use Your Contest Display 


Any dealers who lack it, tell us today. You, too, may 
have a chance at the cash prizes and the benefit of the 
largest and most helpful re-sale plan we have ever con- 
ducted. August-September business will look bigger 
on the books. 


Your Own Consumer Contest 


Tied up with full page national advertising in the 

No. 506 Ladies’ Home Journal and Gvod Housekeeping, the 

Plain toe boot with 714” top. contest is stimulating inquiry and interest concerning 
<a canes Gk Gia tke footwear of all kinds among women in your com- 
— Se Oey oe. munity. To capitalize that interest, we are furnishing 
you with a little consumer-contest of your own—and 


we supply the prizes in cash and shoes. 


Enter the Contest Today 


Start your window decorator thinking about how best 
to use this display material and then CHECK UP ON 
YOUR STOCK OF CONSTANT COMFORT 
AND CONSTANT STYLE shoes. 


Ault-Williamson Shoe Company 


Turn Shoe Specialists 
Factory and Eastern Sales Division: Auburn, Me. 
Central, Western and Southern Sales Division: 


Ne. 611 416 North 12th Street, St. Louis, Mo. 


Tip boot with 7%” top. Com- 
bination last. Medium rubber 
heel. Black Ruby Kid. d 
comfortable, fine-fitting shoe. 


Look for one of these trade 
marks and the Goodyear 
Turned identification mark on 
the sole of every CONSTANT 
COMFORT OR CONSTANT 
STYLE shoe. 


CONSTANT COMFORT & 
GONSTANT STYLE Shoes 
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INcREDIBLE though it may seem, 
Susanne Smart and Prudence 
Practical walk hand in hand this 
Fall. For this one season, at least, 
Fashion has favored a colour that 
permits utility and style to be 
compatible. 

Only Golden Brown could have 
achieved this unique position in 
the mode. No other colour con- 


tains its amazingly modern blend 
of dignity and verve. No other 
colour could be so gregarious and 
yet retain distinction and indi- 
viduality. No other colour so well 
combines usefulness and beauty. 


Supreme in White and Colours 


AMALGAMATED LEATHER 
COMPANIES, INC. 


319 Arch Street, Philadelphia 
Factories: Wilmington, Del. 
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Desicners of the smartest things 
in Autumn apparel —hats—hose 
— gowns— gloves—have seen in 
Golden Brown a true reflection of 
the Modern Trend. It is the piece 
de resistance of the approaching 
season. 

No one engaged in the manu- 
facture or sale of women’s shoes 
can afford to ignore the assured 
demand for Golden Brown. It has 
a style significance seen every- 
where in the mode and which 
makes it the most consistently 
profitable colour for Autumn in 
the kid shoe business. 


Supreme in White and Colours 


AMALGAMATED LEATHER 
COMPANIES, INC. 


319 Arch Street, Philadelphia 
Factories: Wilmington, Del. 
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TUFSKIM 
SOCK LININGS 
and 
HEEL PADS 
Clinch Sales 
Because 
its 
Remarkable 
Qualities 
are 


Desired 


RESPRO INCo 


Providence + R.Il. 


: 


* 


NO, ADOLPH! 


A SCOTCH EDGE is not the 
sum total of Scotland’s most famous 


liquid product. 


On the contrary, the Shoe and 
. e sé 
Leather Lexicon defines it as: A 
wide extension edge, either welt or 
° . e °° eé ° °° 
imitation. Scotch outside and 
eé e ° °° . 
Scotch inside are terms which 
indicate wide extension on one side 
only, with closer trim on the other 


side. 


HK 


SHOE AND LEATHER 
LEXICON 


A very valuable book for everyone 
connected with the shoe and leather 
industry. All the unusual terms, as well 
as those in everyday use—defined and 
explained. An asset to anyone who 
wants to read up on shoe and leather 
terms. More than a dictionary—almost 


an encyclopedia. 


The Price Is Only Fifty Cents 
‘(Cash with Orders Please) 


Boot and Shoe Recorder 
Publishing Company 


207 South Street, Boston, Mass. 
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arrett Pa ae 
‘Carla”—Step-In 

Since its adoption this one strap 


2 : Another standard popular Sherwood 
model has sold over 50,000 pairs and . 


7 sales inning into thou 
is a constant repeater. Graceful lines model with sales r si 


sands of vairs te its credit. 


combined with general good fitting 
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Sherwood 


The Shoes They’re 
Talking About 








Women everywhere are fascinated by 
Sherwood shoes. They are talking 
about their exquisite style—their un- 
usual designs—their perfect fitting 
qualities—the surprising prices for 


such quality. 


Merchants who feature Sherwood 
footwear are reaping liberal rewards 


in profits and customer satisfaction. 








Sherwood Shoe Co. 
Rochester, N. Y. 


Makers of “Beauty Arch” Shoes 








NEW YORK CITY CHICAGO 
R. F. Schneider F. J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bldg. 
PHILADELPHIA LOS ANGELES 
W. F. Schoell G. C. MeAtee 
119 So. 4th St. 706 Forrester Bldg. 
DENVER, COLA. 
W. B. MeNutt, 218 Charles Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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Cause —_- 


Wood Heels come off because they are not attached 
properly. The holding power of the attaching nails 
is not sufficient to hold the heel securely throughout 
the life of the shoe. 


Effect _ 


You expose your customers to the dangers that ac- 
company the loss of a wood heel. You also lose 
their good will, for your shoes have failed to give 
proper service. 











Remedy —_ 


The extraordinary hold- 

ing power of Alpha (GNC 
Wood Heel Screws ALPHA 
has solved this trouble- Wood Heel 


some problem. Specify Screws 


them in all your wood- 
heeled shoes. This 
thoughtfulness means 


satisfied customers. Farsighted retailers forestall 
vain regrets by insisting 
on the use of Alpha Wood 
Heel Screws by the manu- 
facturer. An important little 
detail that will safeguard 
your customer and help 
create good will. 


United Shoe Machinery 


Corporation 


BOSTON, MASSACHUSETTS 
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HOT NUMBERS 


ON THE FLOOR 


7653—A typical flapper one-strap in 
black patent leather with overlay strap 
of new metallic gun-metal patent. Cut- 
out as shown, with large nickel buckle. 
Grey kid lined, full French corded, 14/8 
New Ouban breasted heel. 

7552—Same as above in 21/8 heel, ex- 
cept that pearl button strap is used in 
place of buckle. 

A B C Widths 


$3.50 


9512—Something new and nifty is this 

all black patent scalloped top step-in 

with steel beaded ornament shown. Full 

French corded, grey kid lined, new 19/8 

narrow heel. 

9513—Same . ke 2S black satin. 
‘ A Widths 


"93.50 


7560—A beautiful black patent scalloped 
edge one-strap. Stitched in parchment 
thread and parchment French corded. 
Parchment kid lined, new 21/8 narrow 
heel. 
7561—Same as above with 14/8 new 
Cuban heel. 
7562—Same in black satin grey stitched 
and French corded, 21/8 spike heel. 
7563—Same as 7562 only in 14/8 new 
Cuban heel. 

A B O Widths 


$3.50 





3,50 


IN STOCK 


6512—A neat and attractive one-strap 
in all black satin, with full French 
corded cut-out on side and small rhine- 
stone fastenette buckle. Grey kid lined, 
= FRENCH corded, 19/8 new spike 


A B O Widths 
$3.50 


7555—A pretty all black satin one- 
strap with two cut-outs in quarter as 
shown. Full French corded, grey kid 
lined, 13/8 Cuban covered heel. 

7554—Same as above in 21/8 new spike 


heel. 
A B C Widths 
$3.50 


9511—A smart looking black patent 
five eyelet oxford with cut-outs as shown. 
Overlay saddle of new metallic gun-metal 
patent. Silk tassel laces, grey kid lined, 
a § French corded, 13/8 Cuban covered 
eel 

9510—Same as above in 21/8 heel, 
trimming of wo = Paes snake. 

Widths 


7570—A real hot shoe is this all black 

patent anklette with scalloped throat and 

two om high riding collar cut-out as 
Full French corded, grey kid 

lined, * silk tassel laces, new 21/8 spike 

nee] 

7571—Same as above in 

13/8 Cuban covered heel. 


6510—A graceful looking one-strap in 
all black patent, with thin strap and 
applique on quarter of black patent 
snake. Out-out and stitched as shown. 
Grey kid lined, full French corded, new 
19/8 spike heel. 

65008—Same as above in 14/8 Ouban 
covered heel. 

A B C Widths 
83.56 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of Novelty Footwear in Stock 


1312 WASHINGTON AVE. 


ST. LOUIS, MO. 
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CG ENUINE 
Bitwelbh 
, IS AN ORIGINAL 
AND PATENTED 
CAULK WELT 
OF 


HEAVY LEATHER 
CONSTRUCTION 


Biwelt is a nationally 
known caulk sole welt 
and playing an impor- 
tant part in the manu- 


facture of all grades of 
shoes throughout the 
industry. 


Both manufacturers and 
retailers quickly recog- 
nize the sales value of 
shoes made with Biwelt. 


HAMILTON-WADE CO. 


Brockton, Mass. 
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NEW SENSATION CAPEZIO! 


Flapper heel, Patent Leather, One-Straps 
FINE TURN SHOE MAKING 


In-Stock $4.25 


A new one-strap created by Capezio for misses and 
women, on round-toe last with 9/8 wood heel. A 
very popular number with big price appeal. 
IN STOCK in Patent Leather and Black Kid 
25 


Sizes 1-8, Widths A to D. Extra widths and 
other materials to order. 


SEND FOR SAMPLES 








Established 1887 


209 West 48th Street New York City 











Just Completed,’ and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 


Moderately Priced Restaurant featuring a peerless cuisine 
Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 
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THE E-C SKUFFER 


for durability and pliability 








E-C SKUFFERS 


shown thru the 


3 
; 
: 
s 
: 
: 
S 


courtesy of 


ENGLE-CONE 
SHOE COMPANY 
East Boston, Mass., 


+ 





who are using 


ELKO 


to meet their 
exacting requirements. 


WUT 














NORTHWESTERN LEATHER COMPANY TRUST $ nace : 




















BOOT AND SHOE RECORDER August 18, 1927 














The uniform qual- 
ity and delivery of 
the United States 
Leather Company’s 
sole leather is al- 
ways paramount to 
the question of mere 
* tannage. 
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WE STAND ON 
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DIBY THE “COM 
A A a... a » A A at _ % P ‘ 
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A customer of ours was in the mar- 
ket for a thousand cases of light-weight 
soles. He specified they were to be of 
one tannage—and were to be delivered 
that day. 

We had a thousand cases of light 
soles on hand, but we told our customer 
they had been cut from three different 
tannages. 

He hesitated amoment. Then he 7 
asked, “Are they all ‘Company Leather’?” 

“Fvery one!” Mr. Dan Watson as- 
7 sured him.” 

“I'll take them,” he exclaimed, with 
a smile. 





The uniform quality and delivery ot 
the United States Leather Company's 
sole leather is always paramount to 
the question of mere tannage. 


WATSON CUT SOLE COMPANY 


9 Federal Street 
Boston, Mass. 























\U-S LEATHER 
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Attract the Eye and 
the Sale Is Made! 


SYCHOLOGISTS tell us that sales are 

the result of two mental impressions—- 
what we see and what we hear—but that which 
we see affects us much more than what we 
hear. 


Fairy Forms take advantage of the stronger 
of these two mental reactions. They will give 
your display models an added touch of beauty 
—a new sparkle which pleases the eye and ac- 
tually sells shoes. 

They are the only perfect shoe trees. Made 
of light and airy Fairylite which is molded 
over actual lasts, they form the delicate leathers 
to their correct position without strain or 
injury. 

If you desire color in your windows, or at- 
tractive harmonizing effects, use Fairy Colored 
Forms. Even sharp color contrasts may be 
obtained through their use. They strike an ad- 
vanced note in distinctive shoe display. 

You can obtain Fairy Forms from your shoe 
manufacturer. He will gladly supply them be- 
cause they will help sell his shoes. 


Fairy Forms are fully protected by American y 
and Foreign Patents. 


The Shoe Form Co., Inc. 


Auburn, N. Y. 


August 13, 1927 





1115 6th Street, Dept. 8 




















MILADY 


Has Comfort and Style 
That Pleases Customers 


our taste and style and will en- 

; ell enthusiastically the Proven 

Arch to her friends. Introduce 
her to this modish comfort shoe for 
when Milady completes her toilette and 
prepares to meet her guests she then 
will know that the hours of standing 
will be a pleasure. She will. have an 
unforced smile for each departing guest 
even though long standing would have 
tired the average hostess beyond meas- 
ure. The support of Proven Arch Shoes 
has prevented the standing from being 
a task and she no longer will experience 
the aches and pains that used to trouble 
her before she started wearing Proven 
Arch Shoes. 


Ms will compliment you on 


Chiropodists and Foot Specialists all 
over the country recommend and pre- 
scribe Proven Arch Shoes. They will 
send many sufferers to you. Be pre- 
pared to take advantage of this added 
source of profit. 


Do your customers and yourself a favor 
by selling them the first pair of Proven 
Arch Shoes. After the shoes have re- 
lieved the aches and pains in your cus- 
tomers’ feet, tired. legs and back, and 
that all over weariness, they will never 
be satisfied with any gther kind. This 
insures you steady repeat customers. 


A Complete Line is Carried Ready to 
Ship at all Seasons 


Magazine and Newspaper advertising, com- 
bined with consumer literature, have 
created a universal demand for Proven 
Arch Shoes. Profit from this demand in 
your territory by featuring a complete 
line in your store. 


Write for a Proven Arch Catalog. 


The Seat of Most 
Foot Troubles 
The Longitudinal and 
Metatarsal arches 
withstand the strain 
of the body weight. 
When the muscles 
give way the bones 
sag and cause trouble- 
some pains and aches. 


The Secret of Proven 
Arch Comfort 
This arch of tem- 
pered spring steel 
holds both the Lon- 
gitudinal and Meta- 
tarsal arches in their 
proper position at all 

times. 


Proven Arch Ie Con- 
cealed Between 
the Soles 
The Proven Arch is 
securely fastened be- 
tween the soles and 
is padded with piano 
felt that will never 

lump or loosen. 


CERTIFIED SHOE CORPORATION 


Rockford, Illinois 
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Who’s Who on the Road 


Random News Notes of the Men Who Form the Connecting 


RTHUR MAR- 

TIN of Jack- 
son, Mich., for 16% 
years connected 
with the F. M. 
Hoyt Shoe Co., in © 
Michigan and. 
northern Indiana, 
and for two years 
with G. Edwin - 
Smith Shoe Co., 
traveling New 
York State, re- 
aoe | — the ] 
salesforce of The : 
Wise & Cooper Arthur Martin 
Shoe Company of Auburn, Me. Mr. 
Martin will cover Michigan, northern 
Indiana, Illinois, Wisconsin; also Min- 
neapolis and St. Paul, Minn. He has 
already started out with his house’s 
new line of early fall samples. 





4 Paw additional traveling salesmen 
who were with the Bradford Shoe 
Co. of Columbus, now in process of 
liquidation, have made connections and 
are on their territories. Jack Gillies, 
who had a territory in the Middle 
West, is now representing the Union 
Shoe Co. of Chillicothe, Ohio. Louis 
Dickman has taken a position with the 
Krippendorf-Dittman Co. of Cincinnati. 


ERRY JARETT, formerly of the Val- 

ley Shoe Co. and Milus Shoe Co. of 
St. Louis, has made a new connection 
and will travel his old southern terri- 
tory for the Marlboro Shoe Co. of Marl- 
boro, Mass. He looks forward to see- 
ing all his old customers and acquaint- 
ances. 


iy the burlesque show which fol- 
lowed the banquet of the recently 
held Walk-Over Convention, three 
Walk-Over salesmen participated, re- 
presenting “past, present and future.” 
The burlesque was presented under the 
direction of Frank E. Packard, as- 
sisted by Charles Williams, and Max- 
well Pearson. Fred M. Regnell was 
announcer. The first model was Basil 
Soule of the foreign department, who 
appeared as a Chinaman. Salesman 
Edward Callahan appeared as a yegg- 
man, with a toy auto and a full kit of 
tools; Anton Miller represented the 
sporty type of “past” salesman, carry- 
ing his sample cases in his hand, Roger 
White was in aviation costume. “The 
Spirit of St. Louis” made its appear- 
ance in the form of an airplane, with 
W. A. Mason of St. Louis, from the 
company’s stock department of that 
city, as pilot. 


Link Between Manufacturer and Merchant 


By HELEN M. HANEY 





J P. OPITZ represents the George 
¢ Strong Co. of East Weymouth, 


' Mass., in New York territory. He will 


also cover Boston, New York and 
Philadelphia, with sales office in the 
Marbridge Building, Room 407: Mr. 
Opitz traveled for Johnston & Murphy 
for 21 years, and later traveled for the 
Boyden Shoe Co. He formerly covered 
the South for many years, and wishes 
to announce to the trade of that sec- 
tion through these columns that they 
are welcome to make his office their 
headquarters when in “The Big Me- 
tropolis.” 






































David D. Oster 


D. OSTER, one of the veteran 
* salesmen of the W. B. Coon Co., 
has to his credit the idea, originated in 
1912, to make shoes for women requir- 
ing “out sizes.” Mr. Oster, according- 
ly, after long thought, decided that the 
name—“Aunt Polly’s Out Sizes” would 
be a winner—and so it has proved. 


A®0UT 89 salesmen from all parts 
of the country attended the re- 
cently held Harsh & Chapline Shoe 
Co.’s three days’ sales conference, 
which was called to discuss the new 
fall lines of both men’s dress and 
work shoes and to adjust prices to 
meet the rising leather market. Ac- 
cording to George P. Utley, managing 
director of the company, the factory 
has been running at peak production 
since the first of the year, and the out- 
look was never better for the success 
of the Lion Brand and Harshline lines 
of work and dress shoes for men. A 
fine enthusiasm was apparent among 
the salesmen over the new lines and 
over the prospects for the coming sea- 












son. John W. Craddock, chairman of 
the board of directors of the Craddock- 
Terry Company of Lynchburg,: Va., 
and parent company of Harsh Chap- 
line,; was in attendance at the mdeting 
and expressed his satisfaction {| with 
the progress the company has made in 
the past year, under the direction of 
George P. Utley and Fred Moritz, 
salesmanager. “~ 


A. McCOY, well-known shoe trav- 

* eler for Tober-Saifer and before 

representing the Central Shoe Com- 

pany, both of St. Louis, is now covering 

Southern Illinois and Southern Indiana 
with the Martha Washington line. 


RED H. TIMSON, formerly of 

Boston, now of Winter Park, near 
Orlando, Fla., the eldest of the four 
Timson Brothers, forming the women’s 
shoe manufacturing firm of this name, 
travels Florida, and specializes on the 
novelty line of this house. The “Arches 
Up” and “Timbro Welt” lines are sold 
in larger number by his two brothers, 
who cover New England territory, 
while C. R. Timson, the youngest 
brother, sells all three lines to his 
many customers from all over the 
country who visit the Boston office at 
210 Lincoln Street. 

















Fred H. Timson 





Salesmen Not Yet Out 


CHIcaqo—News from the manufac- 
turers is generally light. Many of the 
salesmen are not as yet on the terri- 
tories with fall lines, but where men 
are still traveling there is an optimis- 
tic note in their reports and confirmed 
in their sales. Children’s footwear ap- 
pears to be on the way to a very fav- 
orable fall season and Chicago whole- 
salers of novelty footwear for women 
report a very active interest in new 
styles. Collections, while not as rapid 


as the collection men would like, are 
pretty definitely good on a sixty and 
ninety day basis. 
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IN STOCK 


“Clare” 
21/8 Heel 








FASTEST LINE 














men. tate Covered Heel 
-573—Black Satin......$4. r Welt 
8B-572—Patent Leather... 4. Geokyes f. Black 
B-575—White Kid 4.7 B=889— See, CaN, Wace. os 
B-224—White Satin .... 4. Grain Calf Trim $ 
B-618—Black Velvet . B-199—Tan Calf 
Grain Calf Trim 
° B-GS2— Patent 
“Louise” ; 


B-774— Patent 


B-662—Brown 
Calf ' 
K i Spanish Heel 


B-672—Patent 





WIRE AAA eee oO GET B-212—Black Velvet, 18/8 4.25 


Cuban 


OR cecsone. OR BUSY B-232—Pat., 15/8 Cuban. 4.25 


B-230—Black Satin, 15/8 
ban Heel 4.25 


WRITE! | © 5.-igeme NOW! cue Be 
B-226—White Satin, 15/8 4 


Net 30 Days 
Spanish Heel 





B-739—Patent Leather... .$4.50 
B-733—Gun Metal Calf.. 4.50 





THE MENIHAN COMPANY ,,, England ofice: 


SHOEMAKERS FOR WOMEN Draper Hotel 
Northampton, Mass. 


Pittsburgh Office: 
Henry Hotel ROCHESTER, N. Y., U. S. A. ELLIOTT LA MONTAGUE 


W. A. BARNEY 

New York Office: Cleveland Office: Oakland, Calif., Office: 
846 Marbridge Bldg. 1599 Union Trust Bldg. 424 Belview Ave. 
B. W. MOYLAN A. F. JENKS H. S. KUSHINS 


Los Angeles Office: Chicago Office: 
107 East 8th St. Majestic Hotel 
C. E. VAN DE GRIFT F. ¥. SATEK 


MAKERS OF MENIHAN ARCH-AID SHOES 
WRITE FOR AGENCY PROPOSITION 
























































Shoe Merchants News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, AUGUST 13, 1927 


EVERY WEEK 





National Advertising Campaign 


Endorsed by Wisconsin Association 


Annual Convention at Mil- 
waukee Ends in Blaze of 
Glory 


MILWAUKEE—Closing the most elab- 
orate and successful of the Wisconsin 
shoe retailers with a splendid style 
show at the Milwaukee Auditorium, the 
fourteenth annual meeting ended in 
Milwaukee on Thursday evening, Aug. 
4, in a blaze of enthusiastic glory. 

Exhibitors on the runway were as 
follows: Ault Williamson Shoe Co., 
Rich Shoe Co., F. Mayer Shoe Co., 
Doerman Shoe Mfg. Co., Helmholz Shoe 
Mfg. Co., Cedar Grove Shoe Mfg. Co., 
Simplex Shoe Mfg. Co., Adams Shoe 
Co., Freeman Shoe Mfg. Co., Freeman 
Beddow Shoe Mfg. Co., V. Schonecker 
Boot & Shoe Co., Herbst Shoe Mfg. Co., 
Johnson, Stephens & Shinkle Shoe Co., 
Brauer Brothers Shoe Co., Endicott- 
Johnson & Co., Stevens Embry Shoe 
Co., Stevens Strong Shoe Co., Marathon 
Shoe Co., Gilbert Shoe Co., Gregory & 
Read Co., Holters Company, James 
Shoe Mfg. Co., Huth & James Shoe 
Mfg. Co., Ebner Shoe Co., Selz, 
Schwab & Co., and Harper & Kirschten 
Shoe Co. 

The last official act of the convention 
was the unanimous endorsement of the 
National Shoe Retailers’ Association 
plan for a four-year advertising cam- 
paign to increase the sale of men’s foot- 
wear and the equally unanimous adop- 
tion of a resolution in opposition to 
the national association plan of re- 
gional division of the country. 

A resolution of appreciation and 
thanks was extended to President Geut- 
ing for his great work in the publica- 
tion of his recent book. 

Officers elected for the coming year 
include W. J. Muckle of Milwaukee, 
president; Eugene Meyer of Water- 
town, first vice-president; Ben Friedl 
of Milwaukee, second vice-president; 
Joseph Langenberg of Appleton, secre- 
tary and treasurer. The directors for 
the coming three-year term include 
Otto Eglehoff of Fond du Lac; Charles 
Collar of Milwaukee and Otto Hensen 
of Fond du Lac. Richard Sager of 
Green Bay was elected director for one 
year, succeeding Muckle, and director 
of national association from Wisconsin. 
Milwaukee was chosen for the next 
convention city in 1928. 

The meeting was characterized by 
some very good buying, with blacks 
and high colonials being favored, with 
tans fair. Credit for the biggest order 
placed at the meeting goes to Joseph 
Kabat of Green Bav and to the Harsh 
& Chapline Shoe Co., represented by 








V. E. Kramer, the honor of selling it. 
Booths were busy during the day with 
merchants buying, and other manufac- 
turers report very satisfactory sales. 





BIG TRADE OPPORTUNITIES 


MILWAUKEE, Wis.—‘“Never be- 
fore has the time been more op- 
portune for the sale of high- 
grade footwear. Never before has 
there been greater opportunity 
for the hustling, wide-awake and 
intelligent salesman and retail 
merchant. Changing conditions 
are developing manufacturer, 
salesman, and shoe dealer toward 
a better working industry. The 
survivors of the struggle will be 
the individuals, or concerns, who 
render the greatest service to the 
buyer when selling.”—John W. 
Craddock, chairman of the board 
of directors of The Craddock- 
Terry Co.—excerpt from his talk 
at the recent sales conference of 
the Harsh & Chapline Shoe Co. 











July Sales Swell Volume 


in Chicago Retail Stores 


CuHIcAGo—While the shoe trade in 
Chicago has not been as actively en- 
gaged in selling the public in the past 
week as in the two preceding weeks, 
nevertheless sales have been very sat- 
isfactory. In fact, the entire month of 
July has considerably exceeded the ex- 
pectations of the shoe men and many 
of them have been agreeably surprised 
at the continuance of volume. Par- 
ticularly the stores selling up to the 
ten dollar grade have held an especially 
good level and from the appearance of 
sale stocks as a whole there has been 
a very satisfactory cleaning out of the 
summer merchandise. Whites have been 
more than average in demand and 
white stocks have been fairly well dis- 
posed of at normal mark up. The worst 
of the stickers have been the ginger- 
bread styles in colored leathers, but 
that needs no further explanation. 
According to Manager Emmet of the 
Holden Store, his organization has 
passed an exceptionally good July and 
a particularly good mid-year sales re- 
port. The shifting of the men’s de- 
partment from one of the upper floors 
to the main floor has considerably in- 
creased the men’s trade, men being ap- 
parently unwilling to take the eleva- 
tors to the higher floors, while the wo- 
men’s business which was moved up on 
the second floor has also shown a very 





pleasing gain. The women’s arch sup- 
port or comfort department continues 
to show a spiendid gain according to 
Mr. Emmet, justifying predictions that 
this end of the women’s business is one 
of the most profitable. 

Manager Spalo of the Hub Clothing 
Shoe Department is happy over the past 
seven months and optimistic over the 
prospects for the balance of the year. 
The men’s trade in Chicago the first 
part of the year was anything but good 
and he shows a very satisfying increase 
in spite of that up to the clearance sea- 
son. The Hub’s annual summer clear- 
ance at $5.85, $6.85 and $7.85 is in full 
swing and well attended. Blacks in 
the men’s lines as well as the women’s 
continue to hold the major interest of 
the public and the consensus of opinion 
of the managers favors blacks, as is to 
be expected for fall. Opinion as yet 
has failed to really be decisive on the 
copper tans and the reptile footwear. 
There is confidence that the color is 
correct for this fall’s selling, but no 
definite confidence that it will run 
heavily. The same may be applied to 
both suede and satin and while some is 
being shown and sold, the buyers aren’t 
going heavily into either. 


New Orleans Shoe Buyers 


Back from Market Trips 


NEw OrLEANS (UTPS)—The shoe 
buyers for the retail stores have re- 
turned from their market trips with 
interesting reports. In the women’s 
styles, according to the manager of the 
shoe department of Marks Isaacs, the 
shoes will be on a conservative last, 
and in rather somber colors. Step-ins, 
one-straps and oxfords will be popular. 
The popular colors for the coming sea- 
son will be patent leather, stroller tan, 
Kaffir kid, and black satin. 

Leon Godchaux Clothing Company 
reports that their stock is well cleaned 
up. The men’s styles, according to the 
manager of the department, will be 
about the same as have been prevailing 
here for the last two years. 

The manager of the department com- 
plains, however, of the light sale of the 
summer weight shoes. Men come in, 
he says, for shoes that should be sell- 
ing in the middle of. the winter to wear 
in summer time. Broad toes in tan and 
black will be the prevailing colors with 
broad toes and low heels. 


Store Managers to Meet 


CINCINNATI.—Executives and man- 
agers of industrial retail stores will 
meet in convention in Cincinnati Aug. 
24 and 25, for the purpose of organiz- 
ing a national association of their 
group. Practically every State in the 
Union will be represented at the con- 
vention. Reports on industrial retail 
stores show that nearly 100 per cent 
of them handle shoes. 
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Manufacturers of 


You Can Sell These 
ceil) Excelsior Medal Shoes \ 
ec And Make Money _ ..."=" 


Shoes, with their snappy styles, good quality, and 
conservative prices, will take a big slice of the 
profits. _Back -of all these you have the strength 
and prestige of the Excelsior name—teaders in the 
manufacture of boys’ shoes for mote. than-a third 
of a century. ‘ 


Prices of Official Boy 


With five million children attending school this fall 
‘ you have a wonderful opportunity to make — 
with Excelsior Medal Shoes. - - 


‘Nearly every youngster has to have one or two 
pairs of shoes in the fall, and Excelsior Medal 


Get a copy of our fall catalog, use its 
advertising suggestions, take advan- 
tage of our INSTOCK service, and 
you are all set for fall and winter 
profits in boys’ shoes. Mail the cou- 
pon today. 
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Style No. 8-396 
Boys’ Light Shade Tan Calf Blucher on 
DUMPY last. Armstrong cork box. Dark 
green stitching and perforated quarter panels. 
Brass eyelets. 

Price, $3.50. 
Style No. 8-361 
Same as above in black. 


Price, $3.50. 


Style No. 8-397. 
Boys’ Tan Calf Blucher Oxford on DUMPY 
last. Perforated quarter panel in dark green 
stitching. Square brass eyelets. Armstrong 


cork box. 
Price, $3.45. 


Style No. 8-376 
Same as above in black. 
Price, $3.45. 


These booklets go 
over big with the 
boys. How many 
can you use—free? 


EXCELSIOR 


MEDAL SHOES 


The Excelsior Shoe Company 


Authorized Manufacturer of Official Boy Scout and Seascout Shoes 


Department B, 


Portsmouth, Ohio, U. S. A. 


Style No. 8-277. 


Gents’ and Youths’ Tan Lotus Calf Blucher 
on UNCAS last. Armstrong cork box. 


Price, Gents, $3.00. Youths’, $3.40. 
Style No. 8-251. 
Same as above in black. 
Price, $3.00. 


Style No. 8-281. 
Gents’ Tan Calf Blucher Oxford on BOBBY 
BURNS last. Armstrong cork box. Brass 
eyelets. Fancy stitched quarter panel. 
Price, 85. 


Style No. 8-250. 
Same as above in black. 
Price, $2.85. 


The Excelsior Shoe Company 
Portsmouth, Ohio 


Gentlemen : 


its dealer helps and advertising suggestions. 


SSeS Bee eee eee 








Send me a copy of your fall catalog, telling of 
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New Shoe Department Is 
Opened in Fort Worth Store 





Seventy-five Per Cent Black, Says 
Manager of Gilbert's 


Fort WortTH (UTPS)—Gilbert’s of 
Fort Worth have just completed moving 
their shoe department to the new two- 
story annex. This new department is 
24 x 90 feet and furnished with attrac- 
tive furnishings. Sixty chairs of ma- 
hogany with Italian tapestry coverings 
have been installed. Two rows of these 
chairs face the triple shelving of the 
stock, while one row faces toward the 
store and a series of single box shelves. 
This shelving for the department takes 
care of nine thousand three hundred 
pairs of shoes. Rugs and draperies 
harmonize with the fixtures, and island 
displays are effectively used. 

Dave Gilbert, manager, was the first 
to make a fall showing in Fort Worth. 
According to Mr. Gilbert, sale for the 
present and later in the season will 
consist of 75 per cent black in patent, 
satin and suede. Browns come second 
in brown kids and reptiles in tan 
shades. Heels are twelve to fourteen- 
eighths military and fifteen-eighths 
Spanish for street wear, while for 
dress, eighteen to twenty-one eighths 
are on order. Lasts continue round, 
with slight tendency to the narrow toe, 
but to no great extent. 

Quite a large run has been had on 
navy blue kid regent D’Orsay piped 
with grey kid. Also favorable move- 
ment of gunmetal silk kid regent 
D’Orsay piped with black patent. Navy 
blue kid and green silk kid in one-strap 
are good. 


New Stetson Shoe Shop 
Opened in Philadelphia 


PHILADELPHIA—A cold drizzling mid- 
summer rain following the year’s worst 
hot spell failed to spoil the gala open- 
ing of the Philadelphia branch of Stet- 
son Shops, Inc., at its new store, 1604 
Chestnut Street, this city. Brilliantly 
illuminated with red and yellow lights, 
the latest addition to Philadelphia’s 
coterie of exclusive boot shops pre- 
sented an atmosphere of warmth and 
cheer to the shopper. 

A. W. Little, president of the Stet- 
son Shoe Company, was on hand to 
offer felicitations. A. M. Horton, gen- 
eral manager of Stetson Shops, Inc., 
the retail organization of this long es- 
tablished company, also was present. 
Other officers of the Stetson Shoe Com- 
pany who came on to Philadelphia for 
the occasion were Sales Manager E. T. 
MacBride, Stanley Heald and A. Vinal. 

Inside the store are individual chairs, 
upholstered in harmony with the sur- 
roundings, and soft carpets. The in- 
terior is finished in American walnut. 
The floors are inlaid in pleasing design. 
The main floor is devoted to men’s and 
ladies’ shoes, while ladies’ shoes are 
sold exclusively on the mezzanine floor 
above. A stairway on the left, half 
way down the store from the entrance 
door, leads to the mezzanine. Here a 
room furnished in old rose is set aside 
for the comfort of ladies who desire to 
smoke or lounge. 





Original Owners Buy 
Store in Belfast, Maine 


BELFAST, ME.—The Simmons & Bram- 
hall Shoe Store has been sold back to 
the Dinsmore people, the original own- 
ers. This retail shoe business was 
started in 1851 by the father of the 
present proprietor, I. T. Dinsmore, and 
was operated continuously by them up 
to four years ago. 

A remodeling of the interior has 
made the selling room much smarter 
and more compact. Practically only 
advertised lines of shoes and stockings 
are carried. On the opening day, eight- 
een valuable presents were given away, 
instead of the usual flowers and cigars. 





Hosiery Production Shows 
Good Gain in Philadelphia 


PHILADELPHIA (UTPS)—Hosiery 
manufacturers in the Philadelphia dis- 
trict were busy during June, reports 
filed at the Federal Reserve Bank here 
show. Production of women’s full- 
fashioned hosiery for June was 612,048 
dozen pair, an increase of 3.4 per cent 
over May. Unfilled orders as of June 
30 totaled $1,471,391 pairs, a gain of 
1.8 per cent over May 30. Production 
of women’s seamless hosiery in June 
aggregated 124,812 dozen pair, show- 
ing an increase over May production of 
2 per cent, but unfilled orders showed 
a falling off of 18.9 per cent. 

Men’s full-fashioned hose figures for 
June also showed an increase in pro- 
duction over May, the figures being 
27,549 dozen pairs, the increase per- 
centage being 7.7. A decrease of 20.7 
per cent in unfilled orders was shown. 





Retail Stocks Clean; 
Ready for Fall Styles 


CINCINNATI— July clearance sales 
practically cleaned up summer goods 
for retail shoe markets here, but aside 
from sales, business was pretty dull in 
retail circles during the month of July. 
Most dealers are starting the new sea- 
son with fewer left-over whites on 
hand than has been the case in several 
years. Merchants have bought pretty 
heavily for fall, much of their goods to 
be shipped later in the season. Black 
patent is expected to draw the bulk of 
sales for fall and on through winter 
and some merchants have expressed the 
belief that brown kid will be a big 
seller, while others argue that the price 
will be so high that it will keep sales 
down. Tan and brown suedes are ex- 
pected to be good and reptilian is 
looked unon with favor. 

Kent Kernan, manager of the Ma- 
bley & Carew Company shoe depart- 
ment, said they had a very successful 
July sale and did a very satisfactory 
amount of business during the entire 
month. Mr. Kernan said that oxford 
effects in patent, suede and reptilian 
will be much called for during fall and 
winter and that step-ins and one-straps 
will be consistently good. According 
to Mr. Kernan. a single narrow strap 
with 18/8 or 20/8 heel will be good for 
dress and the single wide strap with 
cuban heel will be used extensively for 
walking. 





Debutante Shoe Section Is 
Opened in Cleveland Store 


CLEVELAND, OHIO (UTPS)—A new 
debutante section has been created in 
the shoe department at Halle Bros., 
Cleveland, Ohio. This section is set off 
from the rest of the department by 
glass show cases which make an attrac- 
tive and appropriate dividing line. 

H. J. Hoskins, manager of the shoe 
department, states that lower prices 
and modern styles will be featured 
therein as an inducement to the 
younger set. The general price range 
will be from $9 to $10. 

According to Mr. Hoskins, brown and 
black suedes will go well until about 
December in the regular line of ladies 
shoes. Black patents are expected to 
hold up, while black satins will be a big 
factor in dress wear. Lizard should 
also be good for fall. 

Mr. Hoskins looks for a quiet style 
season with a strong trend to the con- 
servative. Colors are expected to come 
back again after the first of the year 
due to the Southern trade. This, he 
thinks, will give many merchants a 
chance to sell the left-over summer 
stock. 





Jacobs Now Shoe Buyer 


for Hub Store, Baltimore 


BALTIMORE (UTPS)—Albert Jacobs, 
for the past two and a half years as- 
sistant buyer of the women’s shoe de- 
partment of the Hecht Company, Wash- 
ington, D. C., has assumed his new 
duties as buyer for the women’s shoe 
department of The Hub, Baltimore. 
Since The Hub is one of the eight stores 
controlled by the Hecht Company, Mr. 
Jacobs’ new position is an enviable 
promotion, especially since The Hub is 
regarded as one of the most important 
stores in the group. Prior to becom- 
ing assistant buyer at the Hecht Com- 
pany, Mr. Jacobs had been for a num- 
ber of years connected with L. Lands- 
burgh & Bro. of Washington, D. C. He 
is well known and well liked in local 
and Washington shoe circles. Mr. Ja- 
cobs succeeds Ted Lesson, resigned. 


Will Push Plainer Shoes 


Fort WortH (UTPS)—Plainer shoes 
will be featured by Stanley’s of Fort 
Worth, according to Manager S. Wald- 
man. Blacks are leading with an in- 
creasing demand each day. Both pat- 
ents and satins are strong numbers. 
Although it has been said that narrow 
vamps would have a demand in this 
section, Waldman finds that a large 
majority of his calls are for short 
vamps, in fact, the shorter the better. 
Twenty-eighth heels are having a good 
demand, but this merchant is expect- 
ing to sell more spike heels ranging 
from fifteen to eighteen-eighths for fall 
wear. 


New Buyer for Jos. Horne 


PittspuRGH, PA. (UTPS)—Paul L. 
Holmes, formerly with John Wana- 
maker of New York City, is now buyer 
for the women’s shoe department of the 
Joseph Horne Company. Mr. Holmes 
is well pleased with the city and his 
new charge. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. | 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 





No. 4081 












AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, helpful 32- 
book, ““New Styles in Shop Seating” on, your heiptul 32-page 
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City. a State 
Address Personally to. ! 
Five Great Features * ¢ 
exes] American eatin a 
terlock. 

Greater ete - finish enddutp. 

Greater comfort for your customers. 

Greater durability —chaire are guar- 1016 Lytton Bldg. Chicago, Illinois 











i Branch Offices: 
economy in cost. I5 years of ie New York: R. 601-119 W. 40th Se. 


























J] experience to serve and assist you. f Philadelphia: R. 703-1211 Chestnut St. Sncinne ta: Gone Gan Oe 
( >) Se = ~ IP? 
| G AAD DOK BO \ JL. 














Sho 
has 
in 
Sty] 
tion 
has 


of § 
ers 

mat 
stor 


imp 
inst 
but 

of t 
self 


Sty] 
cont 
riou 
quir 
loca 
stru 
type 
Ault 
ture 


upo! 
sort 
is a 
It is 
mak 


st 13, 1927gAugust 13, 1927 














by the manufacturer. 


HARLES AULT, president and 
treasurer of the Ault-Williamson 
Shoe Company of Auburn and St. Louis, 
has organized among his retail dealers 
in Constant Comfort and Constant 
Style shoes a rather remarkable na- 
tional window display contest which 
has several unique features. 

The contest provides for the award 
of $1,500 in cash prizes among retail- 
ers with a first prize of $500 and auto- 
matically furnished each contesting 
store with a consumer contest for local 
use. It is consequently one of the most 
important contests of this type ever 
instituted by any shoe manufacturer, 
but the principal distinguishing feature 
of the plan is that it doesn’t devote it- 
self exclusively to stimulating the sale 
of Constant Comfort and Constant 
Style shoes, but rather requires each 
contesting dealer to display all the va- 
rious types of shoes he carries and re- 
quires the consumer contestants in the 
local store contests to study the con- 
struction and salient features of all 
types of shoes, despite the fact that the 
Ault-Williamson organization manufac- 
tures only Goodyear Turned shoes. 
This angle of the contest is founded 
upon Mr. Ault’s conviction that the best 
sort of dealer to have carrying his lines 
is a successful and prosperous dealer. 
It is this thought which has led him to 











make the words “Constant Coopera- 
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This merely shows one man’s idea of how a contest window might be arranged with the posters furnished 
This was one of six window displays arranged for Ault-Williamson at the Hotel Statler 
during the recent Boston Shoe and Leather Fair. 


tion” (within the trade) almost as 
much a part of his selling plan and 
program as his trademarks. 

Mr. Ault’s company was one of the 
first to adopt the new official identifica- 
tion mark which identifies shoes made 
by the Goodyear Turned process. This 
contest grew out of the recent presen- 
tation of such marks for all types of 
shoes to the trade and indirectly to the 
public. He immediately seized upon 
these marks as an opportunity to in- 
terest the public in shoe construction 
as well as style and pattern. 

During August and September, ordi- 
narily slack in the retail trade, the na- 
tional advertising full pages on the 
Constant Comfort and Constant Style 
shoe schedule (Ladies’ Home Journal 
and Good Housekeeping) will feature 
all of the five new identification marks, 
displaying especially the Goodyear 
Turned mark. 


IMULTANEOUSLY the retailer and 

consumer contests will be in full 
swing. Retailer-contestants may sub- 
mit photographs of their prize displays 
at any time between Aug. 1 and Sept. 30. 
Each retailer has been furnished with 
two display posters and reprints of the 
forthcoming advertisements for use in 
connection with his displays. One of 
these invites the public to enter the 
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New Window Display Contest 


store and get the particulars concern- 
ing a prize contest for the most in- 
genious and effective answer to the 
question, ‘Why should a woman wear 
shoes made by various standard meth- 
ods of manufacture for various pur- 
poses and occasions, and how is it help- 
ful to have shoes bear standardized 
identification marks indicating the 
process by which each pair was manu- 
factured?” 


ACH retailer-contestant in the main 

contest has been furnished with a 
supply of “Rules and Conditions for the 
Contest” and compact booklets entitled, 
“How Shoes Are Made,” illustrated 
with diagrams and written so as to be 
understandable to the layman. These 
will be given out by each retailer to his 
customers. Neither booklet nor reg- 
ulations make any special reference to 
“selling effort” concerning Constant 
Comfort or Constant Style shoes. 

The only special requirements are 
that retailer-contestants must show at 
least three of the five types of shoes, 
that consumer contestants must write 
about at least three types of shoes and 
that dealers must include Constant 
Comfort and Constant Style shoes in 
their exhibit of Goodyear Turned foot- 


wear. 
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Philadelphia Plant of U.P.C. 


N. W. Cor. Chestnut and 56th Sts. 
Headquarters Chilton Class Journal Co. 


August 18, 1927 





August 13, 1927 BOOT AND SHOE RECORDER 


4SERVICE 
Through aStaffof 055 | 
Editors and Correspondents 


T is difficult for the layman to comprehend 
the workings of an organization such as the 
United Publishers Corporation, for the details 
of business-paper publishing are multitudinous. 


Fa United Publishers 
Corporation is made up 
of many different units 
which ‘deal thoroughly 
For example, there are over 600 editors and with all phases -of—the 
correspondents in all parts of the world regularly png Saree 
contributing to the reading pages of the group This type of organization 
of publications owned by the United Publishers has the advantage of the 
Corporation. individual initiative of 
, the units and the ad- 
This vast army of news-gatherers accounts for din Geatien 0 Oe 


the great reader interest of the U. P. C. journals, pase exsauveilan. 
which are leaders in their respective fields. ; P 
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Helps to Mak 
RUBY KID ant pe 
FOR 


AULT-WILLIAMSON SHOE COMPANY 


ERCHANTS who sell the famous lines Constant 
oN Comfort and Constant Style made by Ault- 

Williamson Shoe Co. of Auburn, Maine, are sup- 
ported by a policy of standardized and always repeated 
quality which is of greatest influence in holding old cus- 
tomers and making new ones. 


This policy covers not only the fine turn shoemaking, but the 
leathers which are used and which are selected with great- 
est care. 


We are proud of the fact that Ault-Williamson Shoe Company 
have long used RUBY KID as their standard black kid in 
Constant Comfort and Constant Style shoes. 


The page from their Fall Catalog which is reproduced oppo- 

site is significant of the reliance they place in RUBY KID 
as a provider of the same unvarying quality, beauty and 
service in pair after pair of shoes. 


Also illustrated is a leaflet, a copy of which is enclosed 
with every pair of black kid shoes they ship—thereby in- 
forming the consumer about the leather she is wearing and 
may expect to find in every pair of Constant Comfort and 
Constant Style shoes she buys. 


To be thus allied with Ault-Williamson Shoe Co. and mer- 
chants who sell their shoes, is highly gratifying to us, and 
naturally stimulates our purpose to keep RUBY KID un- 
changing in that quality, beauty and service on which users 
have been taught to always depend. 
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JOHN R. EVANS & CO., Camden, N. J. 


1 tandardize on en 


Evans Brands 
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Men’s Shoes 
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HENRY LILLY CO. 
11@ Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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SHOE 


(P) M. A. PACKARD CO., Makers 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U.S. A. 

MEN'S FINE SHOES EXCLUSIVELY 




















Stacy Adams Co. 
Manufacturers of . 
_MEN’S FINE 
SHOES 
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Richards & Brennan Co., Randolph, Mass. 
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COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














AUGUST 13, 1927 EVERY WEEK 








Merchants Are 
Buying Freely 
- For Autumn 


Advance Ordering in Good 
Volume; Mail Orders Also 
Heavy 


CINCINNATI—Shoe factories here are 
running briskly. Large orders are com- 
ing in from road salesmen and mail 
orders are flowing in more freely than 
they have for the past several seasons. 
Retail merchants are buying in quan- 
tity and a majority have placed orders 
for a large percentage of their shoes 
for both fall and early winter seasons. 
Shoes in manufacturers in-stock de- 
partments are practically all plain, 
conservative styles. Ties, step-in 
pumps and neat one-straps are in big 
demand and are expected to continue 
good, so the in-stock manufacturer feels 
safe in keeping an emergency supply 
on hand. 

Myron Wolf, of the Sam B. Wolf & 
Sons Co., manufacturers of “American 
Girl” and other corrective shoes, said 
they are having the busiest season in 
the history of the firm. Mr. Wolf said 
they called all their salesmen in from 
territories July 1 and have not sent 
them out again. Mail orders have been 
coming in to the extent that they are 
sold up until late September. Mr. Wolf 
says black patent is leading the pro- 
cession with black and brown kid next. 
The Wolf company is receiving quite 
a bit of business on black calf and a 
few orders are coming in for shoes 
with conservative trim. According to 
Mr. Wolf black satin and tan and 
brown suede will be very good a little 
later in the season. The largest part 
of the business on pumps goes to the 
colonial tongue and large buckle styles 
‘in patent. Nice orders are coming in 
for three to seven-eyelet ties and a 
good volume of business is being done 
in straps. Mr. Wolf said that as long 
as business continues good they will 
not send the salesmen out on their ter- 
ritories. - ie ee 





Business Continues Good 
in Lynn Shoe Factories 


LyNnN—Business continues good here, 
with a prospect that the last half of 
the year will total up better than the 
first half. A new prosperity has come 
to Lynn. Sueh is the common report. 
Moderation rules in styles. The de- 
mand is for shoes that are exquisite in 
detail rather than extravagant in show. 
Patents lead for August, but browns 
are gaining for September, and rep- 
tiles and leathers and fabrics of deli- 
cate hues continue in use. The browns 


| class of footwear. 


tumnal,_yet not showing too great a 
change from blacks. They are in kids 
and suedes, some being of fine kid wita 
trims, others being of rich suedes with 
trims, and yet otners presenting com- 
binations of suedes and kids. Reptiles, 
the fashionable trimming stock, is of 
fine figure and quiet colors. 

Moderation rules in heels, for 14/8 
heels, of the box type, are in style for 
street and informal dress shoes. They 
are the lowest heels of the year in this 
Heels on walking 
and sport shoes are down to 8/8 for a 
minimum, and heels for formal dress 
shoes continue up to 18/8. Some firms 
are expecting a considerable volume of 
business on street and sport shoes in 
September, for they believe that the 
out-of-door season~will be prolonged 
until the snow flies. 

Pumps and step-ins are the leading 
models, with half of the August pro- 
duction trimmed with buckles, slides or 
like ornaments, chiefly of the style 
steel and white metal types. More two 
and three-strap models of pumps are 
seen, and oxfords and ties are forging 
along. 

Some galuchat, made from the skins 
of Japanese sharks, is being cut in 
Lynn. Its grain is so flinty that it 
turns the edges of cutting knives and 
breaks the points of needles. But it 
makes up into beautiful shoes. 





Brockton Factories Busier; 
Many on Full Time Basis 


BROCKTON—A decided improvement 
in local shoe manufacturing conditions 
has been noted in the past few weeks. 
Factories continue to operate on a full 
time schedule and considerable future 
business is being booked. The outlook 
is better at this season than at the 
same time in previous years for some 
years back. During the past week a 
survey conducted by a local newspaper 
established the fact that the shoe man- 
ufacturing concerns are actually busier 
than at any other period this year. 
Manufacturers are encouraged by the 
situation and expect a favorable trade. 
While the output is largely men’s 
footwear the firms engaged in the pro- 
duction of women’s welts also are opti- 
mistic regarding the outlook. A turn 
toward walking types for fall, in which 
rich brown shades of leather are pop- 
ular, gives Brockton. and district con- 
cerns an excetlent basis upon which to 
compete for this business: 


4 


A Glove Bootee 


LyNN.—It~fits snug like a glove, 
fastens with ‘snap fasteners like a 
glove, and has a cuff like a glove, and 
the cuff may be folded up when the 
weather gets rough—this is a descrip- 
tion of a design of a new glove bootee 
from the pattern studio of S. W. Burke 











are in modest tones, distinctively au- 


& Co., Lynn. 
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Milwaukee Manufacturers 
Ask Lower Freight Rates 


MILWAUKEE—Milwaukee shoe manu- 
facturers have petitioned the Interstate 
Commerce Commission for a reduction 
from the present railroad freight rate 
of $3.69 per cwt. in carload lots, to a 
rate of $3.50 to Pacific Coast points, to 
permit competition with Eastern man- 
ufacturers. e 

With a predicted increase in the cost 
of shoes over the entire country in 
sight, local manufacturers are bending 
every effort to hold and increase their 
Western trade, and according to mem- 
bers of the Milwaukee Shoe Manufac- 
turers Association, which represents 
the larger shoe companies, the lowered 
rate would reduce the cost of Milwau- 
kee made shoes on the Western sea- 
board and enable them to compete with 
Eastern manufacturers, who are at 
present able to undersell the Milwau- 
kee made product because of the 
cheaper water shipments. 

Members of the association stated 
that the larger Milwaukee shoe com- 
panies maintain distributing stations 
in Pacjfic Coast cities, and their prod- 
uct can be shipped there for distribu- 
tion. Although the local manufactur- 
ers are aiming at the reduced freight 
rate on carlod lots, a reduction in the 
present rate for 100-pound shipments 
will also be asked. The rate to Pacific 
Coast points for 100-pound lots is at 
present $4.41 by rail, whereas the East- 
ern manufacturers ship by water at a 
rate of $1.75 to $2.50. 


Big Fashion Pageant to 
Be Held in Cincinnati 


CINCINNATI—The Cincinnati Fall 
Fashion Pageant will be held at the fa- 
mous Zoological Garden Aug. 22 to 
Sept. 4, and it is planned to be the 
most lavishly staged of any in the his- 
tory of these affairs. The Fashion Pa- 
geant will be a perfectly balanced pres- 
entation of song, dance, comedy and 
novelties, interspersed with showing of 
merchandise by the models. Shoes will 
be prominently featured along with 
other merchandise. The lines of the 
Charles Meis Shoe Company the Mann 
& Longini Shoe Company, the Marks & 
Stix Shoe Company and P. Sullivan 
Shoe Company will be shown by the 
models. 


Heavy Orders for Fall 
Reported in Haverhill 


HAVERHILL—Production and employ- 
ment figures in the local shoe district 
continue to demonstrate the improved 
condition of the industry. The rush of 
immediate business in summer mer- 
chandise- has not slackened and this 
business may break over into Septem- 
ber, it is reported from several sources. 
A few instances of factories being sold 
up to Sept. 15 are quoted. Rising mar- 
kets have sent many of the merchants 
tunning to market for fall goods, but 
this business will not go into the fac- 
tories for some time to come, inasmuch 
as the retail merchants are not in a 
hurry for deliveries. 

Black shoes and plain shoes mark the 





new lines. The fall shoes are positive- 
ly plainer than for several seasons in 
the majority of cases. Statements to 
the effect that style must continue to 
sell shoes are only partly upheld. Style 
has stimulated business unquestionably 
in recent seasons, but style and quality 
do not necessarily go hand in hand. 
The new lines show unmistakable signs 
of having been graded up, while style 
is expressed in practical innovations 
rather than in gaudy adornment. 

The shoes are getting through the 
cutting and fitting rooms with greater 
facility than in several seasons and 
pair production will receive a consid- 
erable boost within certain price limi- 
tations. Black patent has established 
itself in a position at the top of the 
leather ladder and will not be serious- 
ly threatened during the present sea- 
son. Suede, mat kid, and satin make 
up the remaining blacks. Straps re- 
tain every bit of their former popu- 
larity, with oxfords, mainly 3-eyelet 
numbers, next, followed by gores and 
plain pumps. 


Bigger Demand for Welts 
in Boston Shoe Factories 


BostoN—Shoe manufacturers in this 
section continue to work on new sam- 
ples for fall selling. Especially is this 
true in women’s lines. Some are mak- 
ing novelties for Southern winter re- 
sorts. There is a stronger demand for 
women’s welt shoes. than is usual at 
this time of the year, and also for Mc- 
Kays, with both style and comfort fea- 
tures combined. One Eastern factory 
making ladies’ footwear states that it 
is going after welt business very 
strongly. This factory had previously 
made this type of shoe, and then dis- 
continued that line, but now is return- 
ing to what the president of the com- 
pany considers will be a big factor in 
his sales, and is making welt shoes to 
the extent of 65 to 70 per cent of his 
production. 

Typical styles for fall include a good- 
ly number of broad straps and Colo- 
nial patterns; there are side cut-outs, 
with appliqués in reptilian matching 
effects. One sees many 13/8 and 14/8 
heels, and harmonizing combinations 
are noted more frequently than con- 
trasts. In step-in pumps, there are 
many satin shoes. One-straps are be- 
ing made in the greatest volume, and 
plainer patterns prevail. A manufac- 
turer who is cutting plainer patterns 
reports that stitching in a pair of shoes 
of a certain grade cost him 38 cents 
last year as against 21 cents the pair 
this year. One of the women’s McKay 
factories in this section reports that it 
is making 1100 pairs of women’s Mc- 
Kays daily, while another is reported 
as working at capacity, making 2000 
pairs of women’s novelty McKays daily. 

Black calf for women’s oxfords is 
being bought more liberally by manu- 
facturers than formerly. Black and 
brown suede and reptile leathers are 
good sellers. Black glazed kid at ad- 
vanced prices is a popular seller, as is 
also stroller tan kid; patent leather 
buying is brisk; dress shoe sides and 
work shoe sides are in increasing de- 
mand; imported Scotch grain is active; 
English colored kips are being bought 
for shoe uppers. 


WHERE TO BUY 
Men’s Shoes 





Ready fer Delivery en the Det 
BMERSON SHOE MFG. 00, 








( Reekland, Mass. 








HAND LASTED 


BIon F-REYNOLDS Co-mi 
BROCKTON, MASS. ‘ 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 








South Weymouth, Mass. 





WHERE TO BUY 
Standard Shoe Materials 





The One 
Waterproof 
That 

Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tannerles at Deaversport, 95 South St., Boston. Mass. 














Strong and Flexible 


Counter Board 
STERLING Made from 
Long Fiber 
by 


The Sierling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 














est Virginia 


Makes a satisfactory, 
long-wearing, economical counter. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 
Children’s Shoes 





“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 


Boston offen, Statler Bide. ‘Room 532 


SHorteeS 
Misses and college girls Goodyear Welts 
for the distributing trade only 


A. N. WOLF SHOE COMPANY 
ver, Pa. 

















WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. 60., INO. 


New York Office, Room 622, 
GRADE TURN MULES and D’ORSAYS 
, Kids, Brecades and Fancy Patterns. 
$27.00 per doz. and Up. 


Osteler 
sont on 
request 








Men's Ail Leather House Slippers 


In sTOCK 
— Operas 











NoveltySlipperCo. 


Beudoir Slippers of the 
Better Kind 


121-181 West 19th Street 














Brisk Business Enjoyed 
by Milwaukee Factories 


Bulk of Demand Is for Black 
Patent 


MILWAUKEE — Milwaukee manufac- 
turers report a brisk demand with re- 
tail merchants placing fall orders at a 
good rate and general conditions on the 
up-grade. Prices, while advanced, are 
bringing no unfavorable reactions and 
in most cases dealers are accepting the 
increase without objections, pointing out 
that the ultimate cost must be borne by 
the consumer. 

The Rich Shoe Co. is running at ca- 
pacity, according to Fred W. Callies, 
secretary-treasurer of the company, 
and there is indication that buying will 
come in stronger about the middle of 
August. The demand now continues 
mainly for black in patent leather and 
some satin, suede, and a little alliga- 
tor. Credit conditions are good. 

The Simplex Shoe Manufacturing Co. 
is showing increased production with 
fall orders coming in at a good rate, 
H. P. Plass, sales manager, reports. 
While prices have advanced they have 
had no apparent effects on orders, he 
stated. Blacks are expected to lead the 
i for fall and browns will be 


good. 

Production at the Albert H. Wein- 
brenner Co. factory is very good, ac- 
cording to W. G. Hanson, vice-presi- 
dent and general manager, and condi- 
tions for the season are promising. 

Manufacturers report that the con- 
tinued trend points to black as the most 
popular color for both men’s and wo- 
men’s footwear this season, with patent 
leather coming into stronger favor with 
women. Later on there may be further 
developments toward brown, but pres- 
ent indications show that the general 
demand favors black. 


Field Bros. May Move 


BrockToN—Officials of Field Bros. 
Shoe Co. of North Middleboro and rep- 
resentatives of the town of East 
Bridgewater, including H. L. Moor- 
house of the Brockton Last Co., Judge 
Herbert C. Thorndike and Senator 
George M. Webber were in conference 
July 29 relative to the proposed loca- 
tion of the shoe concern in East Bridge- 
water. The East Bridgewater Factory 
Association has for some time owned 
a site in the town where it has been 
desirous of locating a factory to bring 
a manufacturing industry into the 
town. Field Bros. Shoe Co. finds its 
present quarters in North Middleboro 
inadequate and also finds it difficult to 
obtain sufficient skilled help because of 
its isolated location, prompting the de- 
sire to locate in East Bridgewater. 


Starting Third Factory 


LyNN—Daly’s Golden Rule enter- 
prise is starting a factory, No. 3, in 
the Barnard Building, corner of Ox- 
ford and Buffum Streets, to make a 
popular line of shoes to retail at $4 and 
$5 a pair for the chain store trade. A 
company is being incorporated with a 
capital of $50,000 to carry on the new 
factory, and the stock in it is being 





taken by shoemakers of Lynn —_ will 
work in the factory. The new shop will 
be run according to the policy of self- 
ownership and profit which 
prevails in the Golden Rule factories 
No. 1 and No. 2. It is interesting to 
note that James Daly, manager of the 
Golden Rule enterprise, had invitations 
to locate his new shop in a score and 
more places, and that one invitation 
came from as far away as Florida. 


St. Louis Manufacturers 


Find Black Patent Scarce 


St. Louis—Business throughout the 
wholesale district continues on the up- 
ward trend with orders pouring in 
from all territories. Indications are 
that all sections in the United States 
are prosperous and no adverse reports 
are heard. 

Prices of footwear are on the in- 
crease and during the week one of the 
largest houses here sent out a revised 
price list showing increases pretty 
much all along the line. 

Patent leather is becoming scarce 
and in some instances the situation has 
become serious. An actual shortage 
has developed and manufacturers are 
concerned as to this shiny leather 
which at present seems to have ex- 
hausted the production possibilities of 
the tanners. 

It is known that one large house had 
to defer the placing of a large order in 
one of its factories because of the acute 
shortage on patent. The great demand 
for patent has not slackened but some 
relief may be seen in the statement that 
style managers of the larger houses 
report an increased activity in black 
satin. This is not very strong at pres- 
ent but the call is expected to be more 
pronounced as the season advances. 

The specialty houses are likewise 
swamped with orders. Black, of course, 
is dominant. Some brown, together 
with genuine reptile, is being reported. 


Capitol Shoe Makers Plan 


to Increase Production 


St. Louis—Capitol Shoe Makers, In- 
corporated, manufacturers of novelty 
McKays, are operating their factory on 
a four thousand pair basis per day at 
present. Their plans call for stepping 
up their production to 4500 pairs per 
day within the very near future. Gen- 
eral Manager A. J. Spring states that 
black patent and satin make up a 
larger portion of their business. Their 
sales are divided about evenly betweer 
straps, ties and pumps. 


Eaton Employees Have 
Outing 

BrocKkTtoN—The first annual outing 
of the C. A. Eaton Co., makers of 
Crawford shoes for men, was held Jul) 
29 at Fort Phoenix, Fairhaven, Mass 
Secretary Fred D. Rowe, Sales Man 
ager Ernest E. Doane and Arthur M 
Snow represented the company. Need 
less to say, numerous pairs of Craw 
fords were awarded for excellence i: 
sports. A clambake was the incentiv: 
for many of the organization to attend 
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The Prize Winning Store Float 


‘ 


3 
Wiese $e GS agra 


The town of La Mesa, Cal., held a community celebration July 4, 
not the least of the features of which was a parade of decorated 


automobiles. 


One of the prize winners was the La Mesa Shoe 


Store with the float shown above. The decorations were red, white 
and blue crépe paper and the rosettes were of the same material 
and color 








Change Capitalization 

ASHTABULA, OHIO (UTPS).—Papers 
have been filed with the Secretary of 
State amending the articles of in- 
corporation of the Ashtabula Hide & 
Leather Co., by authorizing $750,000 
capital stock of which $250,000 is com- 
mon and $500,000 preferred stock. H. 
Hill is president and J. W. McKay, 
secretary of the company. 


Nettleton at Normal 


SyracusB, N. Y. (UTPS).—A. E. 
Nettleton Co. is running at normal 
capacity and is turning attention to 
styles for the fall trade. This com- 
pany builds high grade men’s shoes 
exclusively. They report April and 
May as being the two best months in 
the history of the company in point of 
stock shipments. June shipments fell 
off somewhat from the two previous 
months; however, considerable optim- 
ism prevails in regard to fall business. 
H. M. Messenger, advertising manager, 
says that he expects an excellent fall 
business. 

The annual outing and field day of 
the Nettleton Co. employees is sched- 
we for Saturday, Aug. 13, at Owasco 

ake. 


T. Frank Lynch Dead 


RICHMOND, VA. (UTPS).—T. Frank 
Lynch, aged 47 years, a superintend- 
ent in the Craddock-Terry Shoe Co.’s 
factories at Lynchburg, Va., died 
suddenly at his home, 100 Connecticut 
Avenue, that city, death resulting from 
=o pectoris. Mr. Lynch went to 

chburg two years ago from Lynn, 

ass. He is survived by his widow, 
Mrs. Mary C. Lynch, two children, 
Bettie and Howard, and two brothers 
and two sisters, who live in Massa- 
chusetts. 





Factories on Overtime 


HAVERHILL.—Twelve of the local in- 
dustry’s leading factories engaged in 
the manufacture of women’s footwear 
were this week revealed operating on 
overtime schedules. The industry dur- 
ing the summer months operates on a 
five-day schedule of 45 hours, but the 
rush of immediate business has made 
overtime employment mandatory. Sat- 
urday morning has been made avail- 
able on union permit and firms apply- 
ing for this privilege this week were 
the Rickard Shoe Co., Factory No. 1, 
Rickard Shoe Co., Factory No. 2, Hart- 
man Shoe Co., Clinton Shoe Co., Slip- 
per City Shoe Co., Farber Shoe Co., 
Roseann Shoe Co., S. Klayman & Co., 
Gerber Shoe Co., David Shoe Co., Katz- 
man & Rosengard Co., and Wright- 
Gorevitz & McNamara Co. 


Safety Adviser Named 


CINCINNATI.— The Ohio Industrial 
Commission named David Howe of 
Cincinnati to advise with it on codes of 
specific safety requirements for the 
boot and shoe workers of Ohio. Others 
named to complete the safety commit- 
tee were Thomas Jones, Cincinnati 
Milling Machine Company, and Tylor 
Field, of the Ferro Concrete Con- 
struction Co. 


Going to South Pole 


LyNN—Norman Dane Vaughan, of 
Boston and Hamilton, is going to the 
South Pole with Commander Byrd’s 
expedition. The young man is a son 
of George C. Vaughan, leather manu- 
facturer of Peabody, and a_ brother 
of Gordon and George Vaughan of 
Vaughan Bros. Shoe Co. of Salem, man- 
ufacturers of children’s shoes. He is 
also connected with the Dane family, 
who for generations made shoes in New 
England and carried on a_ wholesale 
business in Boston. 


WHERE TO BUY 
Ballet Slippers 





Sumith 
Chice’s 


Rights and Lefts 
Two Grades. 


Wes. 
$1.50 
1.25 


Miss. Chi. 
$1.45 $1.40 
1.20 «61.15 


In 
Stock 








LYONS AND COMPANY 


Hand Tern BALLETS 
Wo's. Miss’. Ohd's. 
$1.46 | ae f $1.85 

Also rd Toes 
IN STOCK 


Bend for Samples 
122-1234 Duane St. 








Ag tom. nN. X. 








ae 
and 
Improved Im Steck 


Seft Tee: Child's $i. 48: 
Misses’ $1.20; Women 
-25. ere tee: Child's 
25; Misses’ $2.30; 
J 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B62 Bik. Glazed Kid, Seft Tee 
Child's 6 ~. 1i—s 
Misses 11 te 2— 1.48 
Wemen’s 2, te 8— 1.45 


Alse Hard Toes 
SCHWARTZ & HERDER, Ine. 


a ts in Ballet Manufact 
241 lich Street - delphia. 








Philadelphia, Pa. 
HAND TURNED, BLACK KID 


Send for 
Sampics. ly 
ROTH & ROSENBERG SHOE CO. 








124 N. Srd St., Philadelphia 








WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


Shoe Store Designers and Builders 


Cc. L. GOODWIN & CO. 
WORCESTER, MASS 
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WHERE TO-BUY 


Women’s Novelties 


$3.50, $4 & $5 Sellers Why not you? 5 


Samples sent and 
returnable at 
our expense. 

Samuel Cohen 
Shoe Co. 

a” mene 





Boston, Mass. b 











Latest Styles at 
Popular Prices 
in Stock. ~ 

ST.-NEW YORK 











We carry In-Stock for immediate deliv- 
wy: smartest styles of the moment in 
_—_ McKays—priced from $2.50 to 


Samples on request. 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 











WHERE TO BUY 


Miscellaneous 





TUDY CHIROPODY: 
,000 to $15,000 a Year 
jeeter ef Surgical ropedy. 
Study at 


Mak 
Chi 
field. largest 








ILLINOIS COLLEGE OF 
(327 _N. Clark Street. 





Brown Shoe Co. Makes 
$500,000 Gain in July 


St. Louis—T. Frank James, vice- 
president and general sales director of 
the Brown Shoe Co., reports a $500,000 
gain for the month of July. He is opti- 
mistic regarding business for August, 
which has been coming into the house 
in heavy volume. 


Girls Boost Brockton 


BrocKTON—Six Brockton girls, mem- 
bers of the Brockton Business and Pro- 
fessional Women’s Club, have returned 
from the National Federation conven- 
tion in Oakland, Cal., after promoting 
considerable publicity for Brockton as 
a shoe center. Brockton’s six delegates 
were garbed in smocks advertising 
Brockton as the home of the world’s 
fine shoes. They were stopped repeat- 
edly by other delegates desiring more 
information. They wore the smocks in 
St. Louis and were commended for 
their courage in invading that shoe 
center in the boost-Brockton garments. 
There were several instances where the 
girls directed persons making inqui- 
ries to stores where Brockton district 
brands were sold. 











Shoe Men Like Walking Idea 


How may the sale of footwear be in- 
creased? This is a problem that en- 
gaged the attention of the shoe man 
for years. Many plans have been sug- 
gested; many have been tried out, but 


It tells how far you walk 


none of them apparently has reached 
the root of the matter—increasing the 
consumption. Since consumption means 
the wearing out of footwear the logical 
scheme is to make people walk more. 
It has remained for Dr. Wm. M. 
Scholl, who is known the world over as 


a foot comfort authority, to bring out 
a plan that would make-walking genu- 
inely popular, rouse interest.in walk- 
ing, make folks really want to walk, 
and also to make them come into shoe 
stores for more shoes, hosiery and 
other merchandise that the shoe man 
might sell. 

That there should be no guess work 
about the number of miles a person 
walks each day there has been per- 
fected what is known as Dr. Scholl’s 
Walk-Meter. This is a little device 
that looks like a watch and is carried 
in the pocket or on one’s belt like a 
watch. It works like a speedometer on 
an automobile, registering the number 
of miles one covers each day as well as 
a total over a given period of time. 

Merchants who give Dr. Scholl Foot 
Comfort Service are very enthusiastic 
over the Walk-Meter which is offered 
them with a complete plan of advertis- 
ing footwear, hosiery, foot comfort ap- 
pliances and remedies—in fact, any- 
thing that a shoe store might sell in 
connection with walking. 

Many merchants are putting on walk- 
ing contests in their towns and the 
whole idea bids fair, according to re- 
turns coming in to the Scholl company, 
to awaken national interest in walking. 
A number of merchants have called in 
their local newspapers and through the 
cooperation of the press secured some 
most valuable publicity. 








F. F. Rohn Dead 


MILWAUKEE, WIis.—Franklyn F. 
Rohn, 638, shoe dealer, whose sons, 
Chester F. and Franklyn A., are exec- 
utives of the Rohn Shoe Manufactur- 
ing Co., died at his home at 351 Twen- 
ty-ninth Street, here. Mr. Rohn is sur- 
vived by his sons, and. his widow, Jo- 
sephine. 


New Carton Company 


NEENAH, WIs.— The newly organ- 
ized Wisconsin Carton Company, 
which is capitalized at $100,000, has 
practically completed negotiations for 
taking over the building formerly oc- 
cupied by the defunct Elm Paper Box 
Company on South Commercial Street. 
The new company has been incorpor- 
ated by A. J. Danke, Neenah; Adam 
Schwartzbauer, Menasha, and James 
T. Mader, Appleton. 


New Wisconsin Tannery 

SHEBOYGAN FALLs, Wis.— The G. 
Nelson Company, which has been or- 
ganized here for the purpose of operat- 
ing a tannery, has been incorporated 
by N. C. Nelson, O. A. Rozoff and 
B. C. Nelson, with 1000 shares of no 
par value. 


Home from Europe 


LynN—Edward L. Millett, of E. L. 
Millett & Co., Danvers, has returned 
from a trip in Europe. Mr. Millett is 
an expert on finishing shoes, particu- 
larly repairing tips of patent leather, 
and travels extensively among the shoe 
shops of the country. 











George Lovely and Wife 
Badly Hurt in Auto Smash 


Boston—George J. Lovely of the 
Dalton Shoe Co. and Mrs. Lovely 
met with a serious automobile acci- 
dent on Aug. 2 between 10 and 11 
a. m., while riding from Manchester 
to Concord, N. H. Near Suncook a 
front tire blew out and swung the 
car across the road striking a guard 
rail near a concrete bridge. 

Mr. and Mrs. Lovely were both 
unconscious and were taken to the 
Margaret Pillsbury Hospital, Con- 
cord. Mrs. Lovely was pronounced 
out of danger. Mr. Lovely’s con- 
dition was very serious and he was 
operated on by Doctor Metcalf. 

The last report from the hospital 
is very favorable for his complete 
recovery. 


Usco Associates Hold Outing 


Boston, Mass.—The Usco Associates, 
150 in all, comprising the personnel of 
the United States Rubber Co.’s branch 
at 280 Summer Street, held an outing 
at Mayflower Grove, Pembroke, Mas:., 
on Thursday afternoon of last week. 
Seventy-five cars carried the merry 
party to the picnic grounds, where 4 
regular shore dinner was served on ar- 
rival. Arthur Veinott, president of 
the Usco Associates, was in full charge 
of the affair. The baseball game be- 
tween the boys in the sales department 
and the boys in the office, resulted in 2 
victory for the latter. There were 
races for both the boys and the girls. 
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A popular model for men, made of Schmidt's 
Clematis Grain No. 10. 


Shown by courtesy of 
STONE-TARLOW CO. 
Brockton, Mass. 


Polo at Point Judith, Narragansett, lures the fashionables 
whose modes and manners are copied from coast to coast. 
And wherever style reaches its fullest expression, The Schmidt 
Calf Leathers are among those present, flattering the eye, favor- 
ing the foot. For, irrespective of foreign labels inside coats, 
hats and gowns, only American leather like The Schmidt Calf 
Leathers, is worthy to be used in the footwear these notable 
figures of high estate display to an envying world. 
Your trade, as well, will pay homage to the tone and per- 
sonality which are part of the value found in The Schmidt 
Calf Leathers 

Varsity 

Clematis 

Stroller 


Tanners of The Schmidt Calf Leathers - 


DETROIT, MICHIGAN BOSTON, MASS. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


" Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 
4c per word. Minimum Charge 
ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 


75c. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Experienced wholesale shoe salesmen with road record, for following 


territories: 


Texas 

Greater New York 
Pennsylvania 
Illinois 


Men’s quality line with extraordinary 


selling features that it can be SOLD irrespective of conditions, by men who 
have sales ability. Only complete line of men’s shoes in United States to 
retail at $7.50. Equal in value to anybody’s $10.00 shoes. 


If you have a record and will state 


we have an actual opportunity for you. 
Address C-969, care Boot and Shoe Re- 


Photo. Sensible compensation. 
corder, 207 South St., Boston, Mass. 


Louisiana and Mississippi 
Kentucky and Southern Ohio 
Tennessee and Mississippi 
Nebraska and South Dakota 
Kansas and Missouri 


possibilities. This line has enough 


last three years’ records definitely, 
High type men only need apply. 


Salesmen Wanted 


West New York State—East Penna. (Not 
Phila.) and part New Jersey — North 
Dakota—Part So. Indiana and No. Ken- 
tucky around Louisville and Evansville— 
Connecticut and Rhode Island. Must 
travel by car. At present employed. 
Preference given to men selling men’s 
dress shoes. State age, experience and 
ability with references in application. 


Write—J. W. CARTER CO. 
NASHVILLE, TENN. 
Attention of W. C. Roose. 








SALESMEN WANTED: 


We are looking for A No. 1 experienced Salesmen to represent our line of 
Men’s and Boys’ Medium Priced Dress Welts, of Western manufacture in— 


South Dakcta 
Northern Georgia 
Illinois 

Iowa 


Alabama 
Connecticut 
Rhode Island 
North Dakota 


New Fall line consisting of thirty-one samples now ready. 
in stock. Every pair guaranteed to ‘give entire satisfaction. Commission propo- 
Address C-985, care. of Boor anp SHoe Recorper, 207 South Street, 


sition. 
Boston, Mass. 


Michigan 
Nevada 
Oregon 
Virginia 


Every shoe carried 


Kentucky 
Maryland 
Delaware 
Massachusetts 





The Ideal Side Line 
Children’s high grade welts. In stock 
proposition. Short line; low priced ; quick 
selling. Large size up business. Depart- 
ment store and high grade retail only. 
Salesmen (not traveling men or corre- 
spondents) wanted to open up territory 
outside New England. Commission basis. 
Samples ready. KEE SHOE 
Co., Stoneham, Mass. 























SALESMAN: 
North Carolina 


Now employed selling men’s dress 
shoes. Must own his car outright. 
Must be of unquestionable char- 
acter, ambitious and industrious. 
Give history, references and last 
four seasons sales in application. 
Will hold in Confidence. This in- 
quiry from a most. reputable 
manufacturer making men’s stylish 
popular priced welts for men. Line 
now being sampled. If you haven't 
met with considerable success don’t 
apply. 

Address C-986, 
Shoe Recorder, 
Boston, Mass. 


care Boot and 
207 South St., 








SALESMAN with established trade and fol- 
lowing tor New York City, Brooklyn and 
New Jersey territory. This is an exceptionally 
strong line of women’s novelties in stock and 
offers an unusually attractive proposition to the 
right man. Address C-973, care Boot and Shoe 
Kecorder, 207 South St., Boston, Mass. 


WASHINGTON, OREGON, CALIFORNIA, 
GULF, FLORIDA, OKLAHOMA, 
NORTHERN TEXAS, MINNESOTA, WIS- 
CONSIN, IOWA, NEBRASKA, WESTERN 
PENNSYLVANIA and OHIO. Fast repeating 
beautiful line infants’ flexible turns. 28 num- 
bers, all in stock. No unpacking. Instant 
display on opening case. Straight 7% com- 
mission. Give main line as_ reference. 
SURI. SHOE COMPANY, Orwigs- 
urg, Pa. 








ANTED:—Salesmen with established trade 

to represent us in Alabama, Mississippi 
and Ohio. We have the largest and fastest sell- 
ing line of women’s novelty shoes in the 
country, selling at one price of only $2.85. 
Liberal commissions and wonderful proposition 
to men of proven ability. SPECIAL SHOE 
COMPANY, 1332 Washington Ave., St. 
Louis, Mo. 


SALESMAN WANTED 


High Grade Boys’ Shoes—-WISCONSIN, NORTH 
MICHIGAN, MINNESOTA, IOWA 
NORTH AND SOUTH DAKOTA. We hav 
this territory open for an experienced salesma: 
with established following. A good propositio: 
for the right man. Give full particulars wilt! 
application. 
NEENAH SHOE COMPANY. 
Menasha, Wisconsin 


ANTED:—Salesmen with established trade 
to sell fast moving line of women’s nov: 
McKays priced at $3.35 to $4.50 in Arkansas, 
Mississippi, Alabama and Pennsylvania. Mone; 

making proposition for the right man. S| 
STILES, INC., 1330 Washington A 
St. Louis, Mo. 

ANTED:—Salesmen to carry as side 

to jobbing and department store trade, 
“Rose of the Harem’ women’s beautiful pop- 
ular priced leather boudoir slippers, commissiot 
basis. Indicate territory you cover, . 
Address C-984, care Boot and Shoe Recoriler, 
207 South St., Boston, Mass. 








SALESMEN :—Several territories are 
available in the Middle West, South, an 
Southwest to men with sales ability and es‘ab- 
lished trade. This is an attractive opportuni 
of representing a line of wup-to-the-miniite 
women’s novelties, to retail at popular pr 
MONARCH SHOE CO., INC., 149 Dux 
Street, New York, N. Y. 





WE have territories open for several ¢ 
salesmen for our line of shoe store acces 
sories, strictly commission, but a liberal «ne. 
Fall season opens in Auge. E. T. GILBI 
MFG. CO., Rochester, . 2 
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SALESMEN WANTED 





SALESMEN WANTED:—Experienced; shoe 
buckles, all territories, must have large fol- 
lowing among retailers and chain syndicates. 
Strong line, good opportunity. BAUER & 
MANN, 3 West 29th St., New York, N. Y. 





GALESMEN :—We have an attractive proposi- 
tion for the right man with established trade 
to cover metropolitan territory. RCH 
SHOE o- NC., 


149 Duane St., 
York, 


New 








POSITION WANTED 





OSITION WANTED. Wanted to make 

connection with Chain Shoe Store Company 
in executive capacity. Experienced in chain 
store methods. Full of pep. Capable of re- 
sponsibilities. Furnish best of references. Age 
30. Address C-965, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





OSITION WANTED:—Live wire; buyer and 

merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. m produce turnover and _ profits. 
Address C-981, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





OSITION wanted to manage a large factory 

of all kinds of slippers. Gaomsees to show 
big profits with my management. Fifteen years’ 
experience running factories. Am cutting my 
own patterns, designing my own styles, and 
also able to make them up. Besides running 
the factory have large trades which can sell 
any amount. Address C-980, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY 








Professionalize Your Service,—Study 


PODIATRY 


CHIROPODY 


A School in Boston, Massachusetts 


Customers everywhere want proées- 
sional advice on the scientific treatment 
of their feet. Progressive shoe mer- 
chants are gaining more customers and 
selling more shoes by offering this new 
personal service. Study Podiatry. This 
interesting, independent and lucrative 


profession can be studied in carefully 
supervised clinics. Special clinics for 
children, industrial employees, etc. En- 
trance requirements—4 years’ high 
school or equivalent. Write for cata- 
log. Administration Office. 


SCHOOL OF PODIATRY 


473 Beacon Street, Boston, Massachusetts 











FOR LEASE 





GLASS EYES 





Shoe Departments 


Rices, Norfolk, Va. and Rices, Charlotte, 
N. ©., three floors, popular priced spe- 
cialty stores. Will lease to responsible 
parties. Address C-964, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








GLASS EYES 
For Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 

G. SCHOEPFER 
16-18 W. 86th St. 

NEW YORK 














FOR SALE 








S'I0E man, 29 years old, 10 years’ experience, 

desires a position as manager in a shoe store 

in Northwestern or Western Pennsylvania; 

would consider selling proposition; good 

references furnished. Write C-977, care Boot 

- Shoe Recorder, 207 South St., Boston, 
ass. 





LINE WANTED 


INE WANTED:—Experienced shoe salesman 

covering Nebraska and South Dakota wants 
line of ladies’ shoes, also a men’s Romeo. 
Established trade and references. Address 
C-982, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








VAILABLE in September. Energetic ex- 

perienced footwear salesman with thorough 
knowledge of all lines. Well developed follow- 
ing in aine. References well known con- 
cern. Seeks reputable manufacturers’ line. 
Address C-979, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





INE WANTED:—Ladies’ popular priced qual- 
ity, novelty McKays and turns for State of 
Tennessee on commission. Satisfactory refer- 
ences. Nine years’ shoe experience on road. 
L. P. S., Maxwell House, Nashville, Tennessee. 





SALESMAN COVERING HIGH SPORTS 

IN NEW (ENGLAND AND ALL OF 

LIKE TO CONNECT 

LIVE WIRE FIRM IN THE 

as A POPULAR PRICE 

LINE OF WORK SHOES. Address C-976, 

care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





PROPOSALS 





SHOES, U. S. MARINE CORPS, QUARTER- 
MASTER’S DEPARTMENT, WASHING- 
TON, D. C., SEALED PROPOSALS, in 
duplicate, will be received by the Depot 
Quartermaster, U. S. Marine Corps, 1100 South 
Broad Street, Philadelphia, Pa., until 11:00 
a. m., 2 September. 1927, and then be publicly 
opened for furnishing 32,000 pairs shoes rus- 
set. Proposal blanks and other information 
may be obtained upon application to this office 

the Depot Quartermaster, U. S. Marine 
forps, Philadelphia, Pa. C. L. McCAWLEY, 
vigadier General, The Quartermaster, 
SCHEDULE NO. 58. 





Genuine Walnut Shoe Store Fixtures, 
Sectional Shelves, Panels, Hosiery Cab- 
inet, Plate Glass Mirrors, etc. Highest 
grade, in use only six months. Removed 
from 42nd Street and Fifth Avenue estab- 
lishment. Price very low. 


KUPFERBERG 
596 Broadway, New York City 











OR SALE:—$12,000.00 shoe stock, Mid-West 

town of 60,000. Address C-983, care Boot 
of Shoe Recorder, 207 South St., Boston, 
Mass. 





OR SALE:—Walk-Over 
terms. Muncie, Ind. 


Boot Shop. Easy 








HELP WANTED 








Wanted Credit Manager 


A new incorporation, manufacturing men’s 
shoes in Wisconsin, is interested in associat- 
ing in the company a Credit Manager, to 
be in charge of office. The right party will 
be given an opportunity to hold stock in 
company. Give experience and _ references. 
Address C-978, care Boot and Shoe Re- 
corder, 189 West Madison St., Chicago, Ill. 

















STORE SUPPLIES 





USTABLISHED 


LAB ELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


= Mae 
FRANK C. MEYER Con 
SCC rcr ewer ee Oe oe 
23-27) LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MFCS 





STORE SUPPLIES 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 
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Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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—WINDOW 
IDISPLAY FIXTURES 


| nade. buy 
SEGALLESONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
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MERCHANT NEEDS 


MERCHANT NEEDS 


STORE SUPPLIES 











|Stop—Read This Out Loud 





ASK 





WINDOW DISPLAY FIXTURES 
CATALOG 











[usyera_ 1a 








Write on Your Letterhead 


The Oscar Onken Co. , cincinnati,O 


No. 611 W. 4th Street 




















THIS COMPLETE SHOE SET . 


Hh a Wal- 


Send for catalogue. 


This Outfit Consists of the 
Following 


(All shoe tops adjustable) 
Bound 
Round pedes 


ve 
538 


~] 
g 
s EE 


hed ttt 1) 
sce 


i 


Complete 24 pieces 
Additional Shoe Stands 
All sizes 12°-18"-24"—$1.50 each. 
Additional Oval Slabs 
9x18—$1.50 12x26—$2.00 cach 


Cohen & Nathan Company 


. 1108 Fifth Avenue 
Pittsburgh Pennsylvania 











Information for 
Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inex- 
haustible source of informa- 
tion as to where and what to 
buy. They are worthy of 
your closest attention. 


ae " 
za 








This colonial 
ornament with 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 

Supply Houses. 


Superior Shoe Ornament Co. 
394 Ralph Ave., Brooklyn, N. Y. 








WANTED TO PURCHASE 











EVERN 
KNOWN TYPE 
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DISPLAY FIXTURE 


CATALOG B-5I 
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HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 

We also purchase clothing, hats, furnishing 





goods, etc. Dry Dock 0352 








Sell Us Your Left Over 
New Yorx Export Purcuasinec Coar. 
596 Broadway, N. Y. City 
Or Entire Stock for Cash 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


Hl 











SHOE 
7 N=) = 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 347THST. N.Y.G 
Phone WISCONSIN 8130 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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By Greeley 


Boudoir Slippers by Greeley are stand- 
aia in good stores. They are sensible 
styles in black or colored kid. Carried 
in stock with leather or rubber heels. 
Your jobber probably has 
Greeley’s—if 
us at once. 


Deliveries At Once 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 


not, write 


Street 

















| 











3@ Lines — Men's House 
Slippers. Always in stock. 
Price Range $2.25 to $4.25. 
No. 444 — Patent Brighton. 
Red Kid Lined $3.25. 


y son co. 


: “ere 


able rent. 


MASS$ 


Memphis 





Long Term Lease 


100% Men’s Shoe Store 


Memphis, Tennessee 
Size 21 x 63 feet, on west side Main 
in block 
Newark and Tom McAnn. 


Immediate possession with reason- 


Inquiries by Chain Stores invited. 


MARX & BENSDORF 


Location 


with Florsheim, 


c iH 


Leasing Dep’t 
Tennessee 











Saifer Made Salesmanager 
of George B. Leavitt Co. 


Will Maintein Offices in Hotel 
Morrison, Chicago 


Dave W. Saifer, 
one of the be'st 
known traveling 
salesmen in the 
shoe industry, has 
been elevated from 
the ranks and now 
enjoys the title of 
salesmanager of 
the George B. 
Leavitt Co., for 
which firm he has 
traveled for some 
time. Years of in- 
telligent and con- 
scientious effort 
have brought their just reward. 

Mr. Saifer will make his headquar- 
ters in the Hotel Morrison, Chicago, 
and will conduct the sales policies of 
the Leavitt organization while continu- 
ing to cover that territory in which he 
has made such a remarkable success. 

In addition to his sales activities, Mr. 
Saifer always has taken an active in- 
terest in the National Shoe Travelers’ 
Association, as well as in the Chicago 
Shoe Travelers’ Association, in the lat- 
ter of which organizations he has held 
many positions of trust. 

Associated with him in selling the 
output of the Leavitt factory will be 
P. N. Fick, J. W. Keever, S. D. Mc- 
Naghten and C. A. Berkshire. 


D. W. Saifer 





Peters Manufacturing Co. 
Reorganized; New Capital 


WOLLASTON, MAss.—Control of the 
Peters Manufacturing Company, manu- 
facturers of backing cloths, adhesive 
tapes, gem duck, etc., has been pur- 
chased by Joseph E. Sager, of the 
Sager Electric Supply Co. of Boston. 
The company has been reorganized with 
a new capital investment on the part 
of Mr. Sager. Clarence H. Gilman, 
who has been in the firm since its in- 
corporation 22 years ago, retains the 
position of treasurer and general man- 
ager. 


New Chisholm Store 


CoLtumsus, OH1I0 (UTPS)—The Co- 
lumbus store of the Chisholm Shoe Co., 
with headquarters in Cleveland, was 
opened July 30 with Harry M. Miller 
as manager. The store is located in a 
large store room in the Huntington 
National Bank Building on South High 
Street, in the heart of the shopping 
district and is well fitted up as an ex- 
clusive store. Murray C. Peterson, sec- 
retary and general manager of the 
company, was present at the opening. 
Despite the inclement weather there 
was a fairly good business during the 
first day. It is the thirteenth store, as 
the company has eight retail establish- 
ments in Cleveland, three in Detroit, 
one in Toledo and now one in Colum- 
bus. 





Trend Still Toward Black 
in Man’s Dress Footwear 


CHICAGO—Men’s footwear shows a 
very decided blackish tendency—almost 
as if the present and past season 
hadn’t been black enough. Wide toes, 
or wider ones probably, are predomi- 
nating with about four pounds of 
leather soles and, as if to shame them, 
a flat flanged heel that makes one fear 
for the balance of the race. 

In the wholesale and manufacturing 
plants there’s no doubt of the run on 
the blacks or on the wide toed shoes, 
although the higher priced makers are 
holding to what might be called a con- 
servatively wide toe. The custom last 
seems determined to keep in the game 
even though it does not run hard. It 
refuses to be downed. 

Collections, according to local job- 
bers, have been very good the past two 
weeks and should continue to be better. 


We Apologize 


Through an unfortunate typographi- 
cal error in our issue of July 30, we 
considerably shortened the life of the 
St. Louis Pageant. At least we almost 
did, but wire reports from the mid- 
west shoe center indicate that it still 
keeps on going, typesetters to the con- 
trary. Just the same, we apologize to 
the committee in charge of the pageant 
and to the Peters Branch of the Inter- 
national Shoe Company, in whose ad- 
vertisement, on page 52, merchants 
were invited to come to St. Louis, 
Aug. 4 to 7, instead of Aug. 4 to 17. 
It’s not too late yet. 
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not only “more” but “right”; sold 


for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 


shoe merchants. 
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is to help solve it; for this is the basic problem upon which depends 
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Next Week 
you will find 


in the 


Boot and Shoe 
Recorder 








HEN the third issue of August 

comes around on August 20 a 
merchant wants to have before him 
every possible idea applicable to the 
selling of fall merchandise. We have 
in preparation for this number a 
smart and practical series of mer- 
chandising plans. 


HE soft sheen of suéde on one 

side and the metallic luster of 
gunmetal on the other indicate two 
style developments for the late fall 
that warrant complete picturization 
in next week’s issue. How to apply 
the best rules of “buymanship” to 
the new style trends. 


** 4 RE feet necessary?” is the title 


of a remarkable story sched- 
uled for next week’s issue that car- 
ries with it the news of a great con- 
vention at Dallas, Tex., the National 
Association of Chiropody. Can the 
professional side of the care of feet 
be linked up with the practical side 
of shoe selling? Read the answer in 
next week’s issue. 
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By the Altitude of a Chopine” 


‘NTIL the end of the fifteenth century, 


shoes were generally made of soft leather 


























— without heels or sturdy soles. Since these 
perishable shoes were unfit for use on muddy 
streets, it was the custom to wear them inside 
_.of wooden clogs. The Chopine was a stilt- 
like clog that sometimes measured over twelve 
inches in height. This style of clog was fa- 
vored by Venetian women and later became 
popular in England. Shakespeare points a shaft 
of humor at this clog when he has Hamlet 
exclaim, ‘‘ Your ladyship is nearer to heaven 
than when I saw you last, by the 
altitude of a chopine.” 


Chopines appear ridiculous to us 
because we are accustomed to foot- 
wear that is practically weather- 
proof. Wet weather will not affect 
the style and character of the toe if 
the shoe is equipped with (é/astic 
—The Quality Box Toe. 
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